pasa er aan 


MAY 13 1921 














Ss 4 
_s . f ¢3) “es fa 
rf £42 . Ye 


ALULLLLLEL: 


tsetse 
SO a Sea 
- 
aa ara 





IN 
W 
e 
AK 
| N 
i" 

















Titi | Se 





THE SPECTAT 





A WEEKLY REVIEW OF INSURANCE 





4 Gi “A 


co 








Volume CVI New York and Chicago, Thursday, May 12, 1921 Single Coples 26 cents 


Number XIX 





Four Dellars Yearly 















































The Prudential Insurance Company of America 
FORREST F. DRYDEN, President 


Home Office, Newark, N. J. 


INCORPORATED UNDER THE LAWS OF THE STATE OF NEW JERSEY 











Founded 1865 


THE PROVIDENT LIFE 
AND TRUST COMPANY 
OF PHILADELPHIA 


(Penna.) 


‘‘Tantamount to A Sight Draft’’ 





A Provident Long Endowment is not only 
payable immediately should the insured die; 
if he lives to the maturing date specified in 
the policy, it is tantamount to a sight draft. 
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UP TO THE MINUTE! 























The Reliance Life prides itself on always being strictly “up-to-the- 
minute.” 




















From time to time we have pioneered various new features into the 
field of life insurance. 





Today as the product of years of experimentation we have to offer you: 


THE 
PERFECT PROTECTION 
POLICY 


It is a policy with a human appeal! 




























































































In it is combined full life and accident and health protection. Under 
this regime we can and do provide accident and health insurance for at least 
one-third less cost than regular casualty companies. 








A policy containing the sulphitic features we have introduced gives you 
‘‘the something different’’ to talk to your prospects. 





It will stand the test of grilling competition—and come out victor. 
Time has proved that. 











AND— 


Our agency contracts are more than liberal. 














How about a connection? 


RELIANCE LIFE INSURANCE CO. 
of PITTSBURGH 


Farmer’s Bank Building 


PITTSBURGH PENNSYLVANIA 
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Hail Premiums $17,626,554 in 1920 


Losses for Year $9,838,860 Giving Loss Ratio of 55.8 Fer Cent. 


ESS ; ¥AIL premiums in the United States in 1920 
= aggregated $17,620,554, according to 

H 'y/ statements filed by insurance companies. 
Losses amounted to $9,838,860, giving a 

loss ratio of 55.8 per cent. Few com- 
panies did much better than breaking even, 
as overhead expenses, commissions, and 
taxes amounted to another forty per cent. 

Losses ‘were fairly equally distributed, only two companies 
showing a loss of over 100 per cent while most of the com- 
panies writing a large volume of business had loss ratios of 
at least forty-five per cent. Among the companies that had 
the best showing were the American Fire of New York, which 
received premiums of $316,331 and incurred losses of $15,684 
(4.9 per cent) ; the Norwegian Atlas of Christiania, which re- 
ceived premiums of $198,445 (33.5 per cent) ; the Continental 
of New York, with premiums of $430,326 and losses of $200,- 
822, and the Firemens of Newark, with premiums of $38,568 
and a loss of $9780. 

Although hail insurance has been written to a small extent 
for the past twenty years, it is only during the past five years 
that the business has really been making rapid strides. 
Premiums in 1920 exceeded by many times those of 1919, while 
during the past few years many new companies have been at- 
tracted to the field. Among the most recent companies to 
Write hail insurance are the Atlas of London and the North 
British and Mercantile of London. Unfavorable experiences 


by some of the companies led to their retiring from the hail 
field, but most of them are back again writing business this 
year. 

Line Not to BE OvERLOOKED 

With the growth of hail insurance it is becoming more and 
more a line which the agent that looks ahead cannot afford to 
overlook. Hail insurance once sold is easier to place the next 
year and many agents are quick to realize the possibilities in 
the future and are fast falling into line. 

In soliciting hail insurance agents should bear in mind that 
they must not insure any crop that has been damaged by hail; 
that either the landlord or the tenant has the right to insure 
his individual interest for the full limit of liability accepted: 
that in case of known crop failure flat cancellation of policies 
may be allowed prior to May 1 and that all hail policies expire 
at 12 o'clock September 15 (Indiana) or when the crop is 
abandoned or harvested. 

There are many selling arguments for hail insurance, but 
perhaps one of the most effective is the hail insurance figures 
covering a period of twenty-seven years, which show that 
every farmer with more than 100 acres under cultivation in 
either Montana, Wyoming, Colorado, New Mexico, the 
Dakotas, Nebraska, Oklahoma and Texas will lose all or part 
of his crop two years out of five through hail. Over a period 
of twenty-five years there will be ten years in which the crop 
will be destroyed by hail, although, of course, the loss will not 
occur regularly in any given year. 
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Sheridan counties. 


car. 


On the same day a severe hail storm swept over portions of 
Jewell, Mitchell and Cloud counties during the early morning 
hours, destroying fine orchards, shade trees, breaking window 
panes, and even battering the paint from houses and riddling 
roofs. Width of storm where greatest severity was felt, two 
to four miles. Damage estimated at $100,000 or higher. 

A hail storm occurred near Oketo between 3 and 4 P. M., 


Kansas Hart Storms 

Some idea of what complete devastation results from a 
severe hail storm is shown in the following reports of storms 
in the great wheat-growing State of Kansas: 

Shortly after midnight, June 5, 1917, severe hail storms 
occurred over a strip four to six miles wide in Thomas and 
Crops were totally destroyed where the 
storm struck. In Colby, one of the largest towns in northwest 
Kansas, leaves and bark were stripped from trees and all 
window panes on the west side of houses were smashed. 
Shortly after noon.of the same day a hail storm started eighteen 
miles west and a little north of Garden City and traveled 
twenty miles to the eastward. Growing crops in the path, in- 
cluding 1600 acres of sugar beets, were destroyed, hundreds of 
window lights broken, and tin roofs punctured. 
train eight miles west of Garden City had every window pane 
broken, forcing the passengers to take refuge in the baggage 





A Santa Fe 


August 9, 1917, stripped corn of its leaves, destroyed fruit, 
smashed window panes, punctured tin and shingle roofs, and 
killed poultry. At Winchester on that day frozen missiles came 
down so fast the ground was covered with huge heaps of ice 
that persisted for two days. 

A hail storm had its origin two miles west of Bendena on 
April 21, 1919, and moved a little south of east, crossing the 
Missouri river in the vicinity of Halls, Mo. 
greatest destruction varied from one to three miles wide and 
was thirty-five miles long. Numerous apple orchards in full 
bloom were in the devastated strip and the forming fruit as 
well as the limbs suffered great damage. 
orchard, the Kenmore, was estimated at $20,000. 

An account of a hail storm at Wichita, Kan., says: 

“Shingle roofs, tin roofs, and patent roofs were penetrated 
by the hail. Skylights and windows were broken, the glasses 
of greenhouses ruined and many tiles of tile roofs broken. 


The path of 


The loss at one 


Apples were beaten from trees, melons were smashed and entire 


$250,000. 
extent of $5000.” 


patches destroyed. Gardens and alfalfa crops were beaten to 
the ground, growing corn was stripped, and much poultry was 
killed. One horse was reported beaten to death by the hail. 
The damage to roofs in Wichita is estimated at. $500,000, to 
skylights, windows and greenhouses, $45,000, and to crops 
Auto tops and wind shields were damaged to the 











Hail Insurance in 1920 
The following table gives the total hail transactions 
of the fire insurance companies named in the United 


States in 1920. 


The items were taken from the state- 


ments of the comperies, mostly as filed with the New 
York Insurance Department: 


Name and Location 

of Company 
7Etna, Hartford 
Agricultural, Watertown 
American Equitable As- 


er eeeee 


surance, New York... 


American, Newark...... 
American Eagle, N. Y. 
American Fire, N. Y.. 
Automobile, Hartford.. 
Boston, Boston 
Central National, 
SONS ee 
Connecticut, Hartford.. 
Camden, Camder .... . 
Continental, New York. 
Eagle, Star & British 
Dominions, London.. 
Equitable F. and M., 
Providence 
Fidelity-Phenix, N. Y.. 
Fire Assurance, N. Y.. 
Firemans Fund, San 
PEEMEIGCD sb iciowssss e's 
Firemens, Newark .... 
Glens Falls, Glens Falls 
Globe & Rutgers, N. Y. 
Great American, N. Y. 
Hartford, Hartford..... 
Hawkeye Securities, Des 
Moines 
Henry Clay, Lexington. 
Home, New York..... 
Hudson, New York.... 
Ins. Co. of North Am., 
Philadelphia 
International, N. 
JTakor, Moscow 
Liv. & Lon. 
London 
London & 


Des 


& Globe, 
Lancashire, 
BACERNOOL. w os5.05454 00 
Mechanics & Traders, 
New Orleans 
Merchants. New York.. 
Minneapolis F. and M., 
Minneapolis ......... 
National, Hartford..... 
Nat’l Union, Pittsburgh 
Nippon Fire, Tokio.... 
Norske Lloyd, Chris- 
SSE re 
North River, N. Y.. 
Northwestern F. 
Minneapolis 


Net 


Premiums 
Received 
$212,528 


251,528 


48,756 
314,521 
151,906 
495,761 


81,548 


40,456 
430,326 
54,406 


31,963 
38,564 
393,179 
351,700 
984,146 


3,366,399 


582,972 
69,707 


,209,827 


99,313 
212,528 
39,654 
17,120 
280,839 
17,120 


27,524 
148,506 


429,275 
485.389 
94,182 
487 


13,972 
80 


793,592 


Net 
Losses 
Incurred 
$108,075 
164,038 


3,009 
18,646 
74,135 


30,766 
9,789 
232,455 
344.364 
554,737 
2,121,425 


294,810 
30,515 
1,904,592 
§2,132 


108,075 
22,019 
9,044 


492,813 


Ratio of 


Losses 

to Pre- 

miums, 
7 
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par 


North British and Mer- 

cantile, London ..... Mgeat. —-sntasorstave 
Norwegian Assurance, 

Christiania sh Sea 7s 269 15.2 
Norwegian Atlas, Chris- 

RUNS Co acGn sees > 198,184 66,445 33.5 
Norwich Union, Nor- 

Se SEEN RAE Re ee 51,343 24,039 76.7 
Ohio Farmers, Le Roy. 843 9 0 
Old Colony, Boston ... —B828 = .sscers 
Omaha Liberty Fire, 

PPMGNS io ia:5 bosinve creme’ 129,990 87,339 67.2 
Orient, Hartford .....<. I a 
Peninsular Fire, Grand 

ODES occ sieves <0 53,801 29,932 55.6 
Pheenix, Hartford . 261,979 113,749 43.4 
Preferred Risk, Topeka. Set AA 
Providence Washington, 

PEOVIMCNCe oie. ss0:s' 265,206 144,663 54.5 
Reins. Co., Salamandra, 

Copenhagen ........ 9,705 5,847 60.2 
ossia,. Fartiora <<... 72,662 30,327 41.7 
Royal, Taverpoel <2... § <sc0es 778 sveus's 
Salamandra, Petrograd.. 38,819 23,497 60.5 
Scot. Union & National, 

BRMADOEPR | oscvincc ass 254 353 139.0 
Second Russian, Petro- 

fst Ee ee ere 1,810 2,451 135.4 
Security, New Haven.. 429,159 238,967 55.7 
Skandinavia, Copenha- 

GE eae arya ear 28,533 15,072 52.8 
South Carolina, Colum- 

Serer ere 18,165 7,579 41.7 
Springfield F. & M 

Sie!) tpn ts ee eee 212,604 108,105 50.8 
State, Liverpool ...... 16 ktewene te 
St. Paul F. and M., St. 

AML) sit oh an ee ec a ols 1,176.723 496,037 42.2 
United States Fire, N.Y. 40.223 17,067 42.4 
Westchester, New York. 462,395 236,947 51.2 
Vest’n Alliance, Chicago 13,976 5.515 39.5 


or 
~) | 
a | 


....$17,626,554 $9,838,860 


Totals (1920). 
N encouraging note for the health 

of the country is sounded by the 
Metropolitan Life Insurance Company 
of New York, ina recent issue of its sta- 
tistical bulletin. It therein styles typhoid 
fever “a vanishing disease,” and presents 
a chart which practically portrays the 
steady decline in the death rate per 100,- 
000 from typhoid fever. The chart in 
question covers a period of twenty years, 


4 


and embraces two records, one covering 
the United States registration area, and 
the other the industrial department of the 
Metropolitan Life. Its records pretty well 
parallel each other for the time covered 
by both, and the United States records 
show a decline from about 36 per 100,- 
000 in 1900, to only 9 per 100,000 in 1919, 
while in 1920 the Metropolitan Life’s 
record is about 6.5 per 100,000. The 
record of particular cities such as New 
York and Chicago is far better than the 
general averages, and the record thus 
far in 1921 shows a steadily declining 
tendency. This is a most gratifying ex- 
hibit, for typhoid fever is one of the most 
dreaded of diseases. 





A Gift From the Royal.—The Royal In- 
surance Company has presented to the New 
York Insurance Society documents dealing with 
rating matters, and included in them are two 
policies, one written on the 23d of July, 1877. 
This, of course, was prior to the standard 
policy. The document is interesting because of 
several things. It gives the list of hazards in 
alphabetical order and their classification, 
whether they are hazardous, extra hazardous 
and specially hazardous. Coinsurance for at 
least fifty per cent was required on certain 
classes of property or an additional charge 
would be made. The attachment of the co- 
insurance clause provided for a reduction of 
ten per cent in the premium rates and the form 
of clause was included on the policy. 
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THE SPECTATOR 


Tue Spectator, established in 1868, is a weekly 
journal devoted to promoting the best interests of 
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price for the United States, Canada and Mexico is 
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MUTUALS A MENACE IN THE CHAM- 
BER OF COMMERCE 

| ara the Chamber of Commerce 

of the United States established 
an insurance division, it was hoped by 
the prominent men in the insurance busi- 
ness that, in this manner, insurance as a 
whole would be given an opportunity to 
meet representatives of other big busi- 
nesses, and that a better general under- 
standing of each other’s viewpoints 
would ensue. A year ago it became clear 
that mutual company managers, mem- 
bers of the Chamber of Commerce, were 
more interested in securing the advance- 
ment of mutual insurance, as a class, 
than in the general welfare of insurance 
in its entirety. This was further em- 
phasized at the recent annual meeting by 
two incidents. One was the delivery of 
addresses by J. C. Adderly, the president 
of a mutual casualty company, and 
Edson S. Lott, the president of a stock 
casualty company, their subject being 
“Private Initiative versus State Mo- 
nopoly.” Mr. Lott treated the subject in 
a judicious and dignified fashion, with- 
out disparaging in any way the mutual 
Plan of insurance, although he is widely 
known as an adversary of that plan. On 
the other hand, Mr. Adderly took ad- 


Vantage of his opportunity to attack the 


stock company system and to boost 
mutualism as being the most powerful 
opponent of State monopoly. His ad- 
dress was singularly inappropriate, and 
Particularly so inasmuch as Mr. Lott had 
favored Mr. Adderly with an advance 
copy of what he intended to say. The 


other incident was the defeat of a well- 


known stock fire insurance man for the 
chairmanship of the insurance .commit- 
tee of the Chamber of Commerce, and 
the election of the president of a mutual 
casualty company to that position, not- 
withstanding the fact that the stock com- 
panies supply over ninety per cent of the 
contributions of insurance interests to 
the support of the organization. As a 
mutual man was chairman last year, it 
would have seemed fair enough for a 
stock insurance man to be elected chair- 
man this year. Considering that the busi- 
ness men outside of the insurance busi- 
ness seem to take little interest in the in- 
surance section, and having in view the 
treatment accorded to the chief con- 
tributors in the insurance division to the 
support of the chamber, it is an open 
question how long the really important 
interests in insurance will be content to 
allow these conditions to continue and to 
what extent interest will depreciate in 
Chamber of Commerce service. 





HE importance of insurance agents 
has recently been again demon- 
strated by their being called upon to assist 
the authorities of a great State in 
securing compliance with the law requir- 
ing employers to secure workmen’s com- 
pensation insurance. It has been found 
that a great many employers have neg- 
lected, by reason of ignorance or other- 
wise, to secure such insurance, although 
a severe penalty is imposed for non-com- 
pliance, and insurance agents are now re- 
quested to assist in bringing about a gen- 
eral compliance with the law by directing 
the attention of employers to the matter. 
This should be mutually profitable, for 
while it will result in the agents placing 
considerable business and securing the 
commissions thereon, it will likewise be 
beneficial to the employers, who will thus 
avoid the imposition of penalties, and will 
also be advantageous to the employees of 
such employers. 





O doubt there are some people who 

are finding that hard times have ar- 
rived as the large increase in the unem- 
ployment figures for the month of April 
indicate, and it might be supposed that 
this would seriously affect the insurance 
agent, but the fact is, it does not. There 
is still plenty of business to be written, as 
a contest conducted by one of the large 
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New York companies last month showed. 
In a ten-day period a volume of business 
amounting to $55,820,101 was written, a 
sum considerably in excess of the quota 
set. Other companies conducted similar 
contests and practically in every instance 
the quota was exceeded by a large 
margin. This month the same New York 
company is launching a drive for mem- 
bership in its $200,000 Club, while an In- 
dianapolis company is planning to write 
$2,000,000 and a Chicago company $6,- 
000,000. The road is still good and it 
behooves each and every agent to get out 
and hustle instead of moping around his 
office with a sad wail of hard times for 
anyone who will listen to him 


HILE the fire loss in the United 
States and Canada, as compiled by 
the Journal of Commerce, shows a de- 
cline in April last of over $6,000,000 
from the March loss, it still exceeds 
somewhat the loss in April, 1920, and is 
nearly $7,000,000 greater than the waste 
in April, 1919. The April, 1921, loss, 
$22,178,900, brings the total for the first 
four months of this year up to $111,968,- 
800. This is within $1,400,000 of the 
large loss in the first third of last year, 
and exceeds the loss in a similar period 
in 1919 by over $18,000,000. It, there- 
fore, appears that the fire waste in the 
current year is keeping pretty well up to 
that of last year, when the total for the 
calendar year was over $330,000,000. 


T should give life insurance agents who 

have been preaching the doctrine of 
thrift and the protection of dependents 
a feeling of pride when they read the 
following, printed recently in Babson’s 
Investment Bulletin, a publication with 
a wide circulation among bankers and 
investors throughout the country: 

The first charge is clearly the maintenance 
of life insurance to such an amount as is ade- 
quate for station in life and number of de- 
pendents. 

The maximum need of insurance is for those 
who have the smallest earning power. 

We are inclined to set $50,000, however, as 
the desirable amount for the average man to 
have. 

Insurance beyond this point for special pur- 
poses is often desirable. 

What better evidence is required than 
the above that the lesson of life insur- 
ance is being well taught and well 
learned ? 
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OTs a cane and ees ee EVERY INSURANCE MAN 
The Inter-State Fire Insurance Co. Who travels as Solicitor, Auditor, 


Inspector or Adjuster i is 














OF DETROIT, MICHIGAN ELIGIBLE 
406-412 DIME BANK BUILDING 
ce ATPL ee ROE We ae a ee $530,140.65 TO THE 
LIABILITIES, INCLUDING CAPITAL............... 469,022.68 . .. a 
ch vhnsemunannwet $61,117.97 lowa State Traveling Men S Association 
SURPLUS TO POLICYHOLDERS................... $320,267.97 tdest maken 





AGENTS WANTED IN MICHIGAN, OHIO, INDIANA AND ILLINOIS 






Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 






















For an operation, For men’s suits, 
. a surgeon; a tailor; Death Benefit $5,000—$10,000 
For women’s clothes, For building plans, — 
a modiste; an architect ; Insurance to August Ist, 1921, for $2.00 
For automobile insurance, Write tor Application Blank 






THE OHIO CASUALTY INSURANCE CO. H. E.REX, Sec’y-Treas DES MOINES, IOWA 


A specializing company offering “the best in automobile 
insurance.” 




















B. D. Lecklider, President 
Howard Sloneker, Sec’y and Mgr. 


HAMILTON, OHIO 


= : ‘Great American 


QUALITY INSURANCE—CHARACTER SALESMEN ~ 
Wanted — Specialty Salesmen — Wanted Susurance Company 


Any Sure Enough Salesman, who has the proper Intestinal : 

Equipment, whois ‘Four Square” and willing towork;can make 

not less than $20,000.00 per year helping us to continue the rm or 
breaking of all Life Insurance records. 


Great Opportunity for the men who can qualify! ! 





















From May,1919, to May,1920, Twelve Months—One Year— INCORPORATED - 1872 
we wrote Ten Millions Life Insurance. How? Let us tell you. 
We have the plan; we furnish the leads. PAID FOR LOSS 







If you can qualify, write or wire Si 22, 1 1 6, 858, 26 


THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 



























Topeka, Kansas. STATEMENT JANUARY 1, 1921 
CAPITAL , 
$10 ; : 
Southwestern Life Insurance Co. 2:9. 09.000.900 
Dallas, Texas 20. 840, OO5. 2) 5 
ET SURPLU 


T. W. VARDELL, President T. L. BRADFORD, Vice-President ] O. Oo | 3. 9 O S. i & 


Progressively Successful 


Insurance in Force over $95,000,000 40.85 3.9 1 2.09 


ee ee ae 














THE SECURITIES OF THE COMPANY ARE BASED UPON 
Assets over 8,000,000 ACTUAL VALUES ON DECEMBER 31, 1920 ‘ 
Operates in Texas only Using security valuations authorized by Insur- 
ance Commissioners the ASSETS would 
show over $44,000,000 and the SUR- 
PLUS would show over $13,000,000 
ACTUAL MARKET VALUES USED FOR ALL SECURITIES THE COMPANY OWNS 
Organized 1855 January 1, 1921 $10,195,000 U. S. Government Liberty Loan Bonds 
5 
FIREMEN C INSURANCE COMPANY Home Office, One Liberty Street 
OF NEWARK New York City 
Cash Capital, ee ee $1,250,000.00 Western Department Pacific Department 
Net Surplus, . . . .  $2,086,742.08 WALTER H. SAGE, Gen'l Mer. GEORGE H. TYSON, Gen'lAgent 
kL. , anager e 
Surplus to Policyholders, $3,336,742.08 76 West Monroe St., Chicago, Ill. San Francisco, California 
Boston Office Marine Department 
EASTERN DEPARTMENT WESTERN DEPARTMENT ROGERS & HOWES me P 
D.H DUNHAM, President NEAL — pee P. aoe 4 Liberty Square, ee 1s Willie hen tee Canes 
W. T. BASSETT, ’t Manager 


CHICAGO , ILL. 














A. H. HASSINGER, Sec’y 
NEWARK, N. j. 














ay 





May 12, 1921 


THE SPECTATOR 























FIRE INSURANCE NOTES AND EVENTS 
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NEW YORK SURVEYS 

Sprinklers—May 7 Bulletin No. 1676 of 
the New York Fire Insurance Exchange listed 
twelve new sprinkler equipments that went into 
commission. Naturally, these varied in their 
grading, the list being as follows: 100 per cent, 
two; 90 per cent, one; 60 per cent, two; 50 per 
cent, six; 20 per cent, one. The low grading 
of many is due wholly to the lack of the proper 
alarm system. This will probably come along 
in due time, but such matters are slow in New 
York City at the present time. 


It Pays to Advertise.—As a result of the 
exhibition in the windows at 105 William street, 
the Insurance Society is receiving applications 
from persons desiring to be members who were 
not at all acquained with its work before. 
Phillip J. Mosenthal of H. Mosenthal & Son has 
consented to be the speaker at the annual meet- 
ing on the 24th inst. His subject will be “Serv- 
ice,’ but he may add a side line or two. 

As to Cancellations.——The general stir 
in the business world to curb the canceling of 
orders has interested the Street, which has long 
wished that something like a curb could be in- 
troduced into the fire insurance business. 
Strangely enough, the matter is probably too 
deeply rooted in fire insurance to hope for any 
very speedy reform. For many decades while 
the business was being developed the practice 
of making out policies which were sent to the 
agent, who attempted to deliver them to the 
insured, and have them stick, was indulged in, 
with the result that, of course, a large number 
did not stick and came back as canceled policies. 
This gave the insured the idea of turning things 
back when they were not wanted, and makes it 
most difficult to work out definite business ideas 
between supply and demand. If one could only 
look ahead and avoid the results of some of 
his doings possibly he would not do them. 


CHICAGO AND THE WEST 
E. M. Schoen Promoted.—E. M. Schoen, 
State agent for the Atlas in several Western 


States, has been appointed assistant general 
agent of the company at the Western depart- 
ment office in Chicago. Mr. Schoen started with 
the Orient in 1894. In 1903 he went into the 
field as special agent for the Orient and London 
and Lancashire, and two years later entered 
the service of the Atlas as Western special 
agent. 


Local Office Secures New Company.— 
William T. Jacobs & Co. have been appointed 
sole agents for Chicago and Cook county of the 
Cleveland National Fire. 

Fire Marshal Moves Chicago Office.—The 
Chicago office of the Illinois State Fire Mar- 
shal was removed last week from the Insurance 
Exchange building to the City Hall Square 
building. 

Insurance Club Gives Party.—The Insur- 
ance Club of Chicago gave its regular May 
party and dance on the evening of May 6 in the 
grand ballroom of the Hotel La Salle. The 
affair was a great success. 


PACIFIC COAST 


South British Licensed.—The South Brit- 
ish Insurance Company, Ltd., of Auckland, which 
is entering the United States as a running mate 
of the New Zealand, has received its license 
to operate in California. William M. Speyer of 
San Francisco, Pacific Coast manager for the 
New Zealand, has been named joint United 
States manager of the South British in con- 
junction with H. E. Kempstone of New York, 
the New Zealand’s Eastern manager. ~ 


Names Raymond B. Ellis.—The Landis & 
Brickell General Agency of San Francisco has 
appointed Raymond B. Ellis as manager of its 
fire underwriting department, and H. B. John- 
son, Jr., as manager of its casualty department. 
Both men are well known in California, and 
the appointments are meeting with universal 
commendation. Johnson has been connected 
with the Landis & Brickell Agency since the 
latter part of last year, in charge of its de- 


velopment work. Ellis resigns as special agent 
for the Insurance Company of North America 
and allied companies in Central California to 
accept his new connection. The Landis & 
Brickell General Agency has represented the 
London Guarantee and Accident in California 
and Oregon for a number of years, and on May 
I took over the representation of the United 
Firemens of Philadelphia, which was recently 
purchased by the London Guarantee and Ac- 
cident. 


BOSTON AND VICINITY 

Clearing House Urged.—For some months 
there has been considerable discussion in Boston 
fire circles as to the advisability of establishing 
a clearing house conducted on the lines which 
have been successfully worked in Chicago, Mil- 
waukee and other Western cities. A large 
majority of the agencies met last week to dis- 
cuss the report and recommendations of an ex- 
pert accountant sent out by two or three of the 
bigger offices, with the result that this auditor 
warmly endorsed the plan, not only because it 
established a definite settlement day but because 
it also simplified bookkeeping. At the meeting 
called to discuss the matter in the rooms of the 
Boston Board a committee was elected, after 
the sense of the meeting was recorded in favor 
of the project, to draw up the working plans, 
which contemplate a statement day on the 25th 
and settlement day on the 27th of the month 
following that in which policies were delivered. 


Heads New England Exchange.—A. M. 
Wood, general agent of the Firemans Fund and 
the Home Fire and Marine, has been advanced 
from first vice-president to president of the New 
England Insurance Exchange to complete the 
unexpired term of William H. Winkley, who 
resigned to become manager of the Boston 
Board. Similar sliding advancements in office 
have been made, Ralph Home being taken from 
the executive committee to become second vice- 
president in place of A. J. Weed, who now be- 
comes first vice-president. 
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City Insurance Company of Pennsylvania 


SUNBURY, PENNA. 
Organized 1870 


Cash Capital £600,000 


A. F. O’DANIEL, 


Secretary and Underwriting Manager. 


F. M. MACHMER 


President. 
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“A NEW YORK SERVICE 
FOR NON-RESIDENT AGENTS” 


Jewelers’ floaters, insurance against forgery, 
rain or snow insurance, automobile finance 
propositions and other special covers are just a 
few of the problems confronting the local agent 
today. On all such unusual forms of coverage 
as well as in the customary fire and casualty 
lines, WE CAN SERVE YOU EXPERTLY. 


The GOTHAM Agency 


102-104 Fulton Street New York 
W. F. MURPHY General Manager 












uratice Goxporation St 


of Sondon 


THE GOTHAM AGENCY undertakes to serve the local 
Agent as HIS New York Office—in one of the two great 
world markets for placing insurance, 

A DEPARTMENT IS MAINTAINED to solicit lines for 
the Agent from New York brokers controlling Fire and 
Casualty business in agent’s territory. 

THIS OFFICE DOES NOT TRANSACT A DIRECT 
BUSINESS with the assured. _3 wis aa 






































Send for our service agreement which outlines UNITED STATES BRANCH 
our plan in detail. 110 WILLIAM STREET, NEW YORK, N. Y. 


HORATIO N. KELSEY, MANAGER 











































North American National Insurance Company hin: —Diminadiinninn:inaiiailia 


Des Moines, Iowa 
Assets, $910,670.66 THE PRAETORIANS, DALLAS, TEXAS 


Scientific Life Insurance. 















Lines Yritten: 










e ° 10-20 Pay-Cash & Loan Values. Double Payment, Accident 
Fire, Tornado, Hail and Disability Provisions 16 to 55—men and sana 
B Net Asséts covering full Reserve Required by Law and in 
O. P. ODE, President sas 
JOHN PETERSON, Secretary addition thereto a Surplus, 
W. G. HODGE, Asst. Secretary Attractive Contracts for hustlers, 
V. F.GBECKER, Treasurer 
C. B. GARDNER = = President 




















NORTHERN INSURANCE Co. 


OF NEW YORK 
WILLARD S. BROWN & CO., General Managers 
1 Liberty Street, New York 


JOSEPH W. BECK, Special Agent GUSTAVUS B. HOLT, Special Agt. 
56 Richton Ave., Detroit, Mich. 72 Kilby Street, Boston, Mass. 

















W. P. RAY, Special Agent 


FRANK G. DELA HUNT, 
Terre Haute, Ind. 


Special Agent 
726 Racine Street, Milwaukee, Wis. 



















C. C. CRANDALL, Special Agent 
Cambridge Springs, Penn. 


RICHARD W. WETZEL 
1526 Bryden Road, Columbus, Ohio 


ERIK LINDSKOG Special Agent 
7 W. Lake St., Minneapolis, Minn. 




















THE LONDON & LANCASHIRE 


INSURANCE COMPANY, Ltd. 
OF LONDON, ENGLAND 
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4 LONDON & 
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New York Department: 


57 and 59 William Street 


A. G. McILWAINE, Jr., Manager 


INSURANCE CO: 
LTD. 
























SALARY AND COMMISSION 


To travelling Special or high grade Local Agents, in Indiana and Michigan, who want 
the best there is to sell, in the Accident and Health line, to the Preferred class of risks. 
Principal Sum $5,000.00 with $25.00 a week for any disability. Premium $10.00 per 
quarter. Home office connection with thoroughly experienced men who not only 
know how but do co-operate. 


INCOME GUARANTY CO., 















INSURANCE COMPANY 
of New York 


47 Beaver Street 
N.Y. 







South Bend, Indiana 
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Would Extend Field of Potomac Insurance 
Company 

The amendment of the bill approved March 
2, 1831, “to incorporate a fire insurance com- 
pany in Georgetown, in the District of Colum- 
bia,” under which the Potomac Insurance Com- 
pany of Georgetown was incorporated, has 
been introduced in Congress by Representative 
Focht of Pennsylvania, at the request of the 
District Commissioners. 

The proposed amendment would grant to the 
Potomac Insurance Company, in addition to 
the powers, privileges and immunities granted 
by the original act of incorporation, and by 
the various amendments which have been 
adopted, “full power and authority to make 
insurances against lightning, windstorm, tor- 
nado, cyclone, earthquake, hail, frost or snow, 
civil riot and commotion, and by explosion, 
whether fire ensues or not (except upon steam 





THE SUPERIOR 
FIRE INSURANCE CO. 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 
EDWARD HEER, Sec’y & Treas. 





Why not make room in your 
agency for a conservatively-man- 
aged, medium-sized American 
Company whose indemnity, treat- 
ment of agents and assured, will 


bear inspection for nearly half a 


century? 

Capital............ $500,000.00 

Surplus to Policy 
Holders......... $981,011.90 

Tic xc csescns $2,644,765.88 














boilers and pipes, fly wheels, engines and ma- 
chinery, connected therewith or operated 
thereby, against explosion and accident, and 
except against loss or damage to life or prop- 
erty resulting therefrom; and except against 
loss of use and occupancy caused thereby) ; 
and also against loss or damage by water to 
any goods or premises arising from the break- 
ing or leakage of sprinklers, pumps, or other 
apparatus erected for extinguishing fires, and 
of water pipes, and against accidental injury 
to such sprinklers, pumps or other apparatus; 
also insurances upon automobiles, whether sta- 
tionary or being operated under their own 
power, which shall include all or any of the 
hazards of fire, explosion, transportation, col- 
lision, loss by legal liability for damage to or 
resulting from the maintenance and use of 
automobiles, and loss by burglary or theft, or 
both, but shall not include loss by reason of 
bodily injury to the person; and to effect rein- 
surance of any risks taken by it.” 


Mississippi Anti-Compact Suit Set for Late 
in May 

Lee M. Russell, Governor of Mississippi, has 
taken no action with reference to petition filed 
in his office more than two weeks ago, request- 
ing him to call a special session of the State 
Legislature, to remedy the fire situation in 
Mississippi. A committee appointed by the 
Mississippi Association of Insurance Agents 
has furnished the information requested by 
Governor Russell with reference to the exist- 
ing situation, but he remains silent as to his 
intent. 

The anti-compact suit will come up for hear- 
ing on its merits late in May, or early in June. 

May 16 has been set by the State Supreme 
Court as the date to hear the appeal taken by 
the agents in the chancellor’s decree granting 
receivership. Up to the present time the re- 
ceivers have collected something in excess of 
$400,000 out of agents’ balances and accounts, 
turned over to them by the Chancery Court of 
Hinds County, the chancellor holding that the 
garnishment of the revenue agent covered this 
money. 


Compagnie Generale De Reassurances 

The following appointments have been made by the 
Compagnie Generale De Reassurances: Roger Hall, 
for many years foreign manager of the General Acci- 
dent Fire and Life Assurance Corporation, has been 
appointed manager; Georges Fischer, heretofore secre- 
tary, has been appointed sub-manager; Fernand Mouil- 
let has been appointed secretary. 


C. H. Coates Heads Western Bureau 

Charles H. Coates, Western manager of 
the National Liberty, was elected president and 
W. H. Stevens, president of the Agricultural, 
vice-president of the Western Insurance Bu- 
reau at the annual meeting of the organization 
held at Atlantic City last week. Benjamin 
Auerbach of Chicago was elected secretary and 
F. S. Danforth of the Millers National, trea- 
surer. The fall meeting of the bureau was 
set for September 13 and 14, and is to be held 
at Briar Cliff. 


Lawrence, Kansas, Reclassified 
The Kansas Inspection Bureau! has withdrawn its 
order of reclassification of the city of Lawrence. 
When Lawrence purchased the water plant it built 
an entirely new plant, leaving a three million gallon 
nump idle in the old plant. The new pumps were not 
sufficient to maintain the water pressure at the proper 
standards. The city also had some bad ordinances and 

needed some additional fire fighting equipment. 





The Liberty Fire 


Insurance Co. 
Statement, Dec. 31, 1920 


Total Liabilities $491,607.98 
Capital Stock.. 200,000.00 
Net Surplus... 244,784.97 





Total Assets... $936,392.95 


LINES WRITTEN 
Fire, Lightning, Tornado, Rent, 
Use and Occupancy 


Automobile Fire Floater 
Riot and Civil Commotion 


The Surplus will be further in- 
creased from time to time as 
business warrants. 


Home Office 


TITLE GUARANTY BLDG. 
ST. LOUIS, MISSOURI 











KEINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, President 
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SOUND, SOLID AND SUCCESSFUL 


NEW HAMPSHIRE 
FIRE _ 
INSURANCE Co. 


| FIFTY-FIRST | 
PROGRESSIVE ANNUAL STATEMENT ™ 
January 1,192! 
CASH CAPITAL $ 1.750,000.00 
ASSETS $ 10,277,.226.70 
LIABILITIES.Except Capital $ 5,903,643.86 
NET SURPLUS $ 2,623,582.84 
SURPLUS TO POLICY HOLDERS $ 4,373.582.84 














UNITED STATES HEAD OFFICE: 


431 Insurance Exchange, Chicago, Illinois 


ASSETS at 12-31-20 : $8,035,746.57 


ACCIDENT AUTOMOBILE 
AND HEALTH AND TEAMS 
INSURANCE INSURANCE 





ALL LIABILITY WORKMEN’S 
LINES AND COMPENSATION 
SPECIAL RISKS INSURANCE 


SURPLUS at 12-31-20 : $1,239,032.91 


EASTERN DEPARTMENT: 
55 John Street, New York City 

















Rossia Insurance Company 


of America 


The Fire Reassurance Company 
of New York 


American Fire Insurance Corporation 
of New York 


Union Reserve Insurance Company 
of New York 


Reinsurance 


Hartford Conn. 





1921 POCKET STATISTICS 


Relating to the Insurance Business 
THE SPECTATOR COMPANY 


Has issued its standard annual statistical publications as follows: 


THE FIRE INSURANCE POCKET INDEX, showing the condition of 
the principal stock fire insurance companies in comparative form 
for ten years. Now Ready. 

THE LIFE INSURANCE POLICYHOLDERS’ POCKET INDEX, 
showing the financial condition and business transactions of Ameri- 
can and Canadian life insurance companies in comparative form 
for five years. Now Ready. 

POCKET REGISTER OF LIFE ASSOCIATIONS, showing the condi- 
tion and business stipulated premium, assessment and fraternal 
associations; comparative tables for five years. 

THE POCKET REGISTER OF ACCIDENT INSURANCE, showing 
the condition and business of stock and assessment accident in- 
surance companies and associations transacting personal accident 
insurance; comparative tables for five years. 

THE HANDY CHART OF CASUALTY, SURETY AND MISCELLA- 
NEOUS INSURANCE COMPANIES IN AMERICA, showing 
detail condition and business of about 100 companies transacting 
various classes of business in comparative form for ten years; 
also additional table listing 170 companies not writing multiple 
casualty lines, or whose operations are more limited, showing 
one year’s figures only. Now Ready. 


The above publications contain the statistics of the companies, compiled from 
official reports, and include the transactions of 1920. The ro are made up in con- 
venient pocket form, having serviceable manila covers, and are invaluable to insurance 
men of all classes for ready reference. These publications are frequently spoken of as 
“Spectator Charts,” and have become standard authority because of their trust- 
worthiness and the convenient manner in which they are made up. 


PRICES 
In Manila Cover - - - - = . - - 75 cents 
In Flexible Pocketbook - - - ~ - - - $1.25 
THE SPECTATOR COMPANY 
CHICAGO OFFICE: 135 WILLIAM STREET, 


INSURANCE EXCHANGE, 
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TEXAS FIRE RATES INCREASED 
Raised from Ten to Fifty Per Cent on 
Certain Classes 


ire insurance rates in Texas have been in- 
creased on a number of classes from ten to 
fifty per cent, depending on the hazard of the 
risk, This increase, which became effective 
May I, was made by the Texas Fire Insur- 
ance Commission on its own motion. These 
increases, which are on the final rate of insur- 
ance, affect those classes which have shown 
losses in premiums during the past several years. 
At the hearing which resulted in the decrease of 
fifteen per cent on dwellings, testimony was 
given showing losses in the classes affected by 
the amendments just adopted. The Insurance 
Commission, in order to offset the reduction in 
the dwelling rate, voluntarily raised the rates 
on the classes included in the amendments. 

There are fifteen amendments to the general 
basis schedule, as follows: 

Mercantile Schedules.—Moving picture theatres: 
Add to the final contents rate of all moving picture 
theatres after first deducting key rate reduction, good 
fire record credit, thirty-five per cent of such final 
rate, which sum will constitute net rate to be applied 
to moving picture theatre contents. 

Special hazards.—Opera houses, theatres and variety 
theatres: Add to the contents rate obtained by the 
application of the various charges and credits of the 


above schedule for rating opera houses and theatres, 
after first deducting key rate reduction, good fire 
record credit and all other deductions of whatever 
nature, thirty-five per cent of such final rate, which 
sum will constitute the net rate to be applied to such 
risks, 

Special Hazards.—Grain elevators, small (small feed 
or corn mills—small grist mills): Add to the final 
rate obtained by the application of various charges 
under the above schedule applicable to grain elevators, 
small risks, after deducting key rate reductions, good 
fire record credit and all other deductions of whatever 
nature, twenty-five per cent of such final rate, which 
sum will constitute the net rate to be applied to such 
risks, 

Mercantile Schedules.—Occupancy Table—Item No. 
398, hay and straw warehouses and barns: Add to the 
final rate obtained by the application of the various 
charges and credits of the Biick and Frame Mercantile 
and Frame Range Schedules where occupancy charge 
No. 398 (hay and straw warehouses and barns) is ap- 
plicable and employed, after first deducting key rate 
reduction, good fire record credit and all other deduc- 
tions of whatever nature, ten per cent of such final 
rate, which sum will constitute the net rate to be 
applied to hay and straw warehouses or barn risks. 

Special Hazards.—Flour and Cereal Mill Schedule: 
Add to the final rates obtained by the application of 
the various charges and credits under the Flour and 
Cereal Mill Schedule applicable to cerealine, corn, corn 
oil, feed, flour and grist, hominy and oat meal mill 
risks, after first deducting key rate reductions, good 
fire record credit and all other deductions of whatever 
nature, ten per cent of such final rate, which sum will 
constitute the net rate to be applied to such risks. 

Special Hazards.—Non-Fireproof Terminal Grain 
Elevator Schedule: 
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fice buildings and contents in connection with a cotton 
seed oil mill. 

Special Hazards.—Electric traction properties, car 
storage houses and/or yards, repair shops and rolling 
stock: Add to the final rate obtained by the application 
of various charges and credits under the above schedule 
applicable to car house, rolling stock in car house, 
rolling stock on tracks, and rolling stock in yards 
risks, after first deducting key rate reduction, good fire 
record credit and all other deductions of whatever na- 
ture, fifteen per cent of such final rate, which sum 
will constitute the net rate to be applied to such risks. 

Special Hazards.—Club houses: Add to the final 
rate obtained by the application of various charges and 
credits under the above schedule applicable to club 
houses, and after first deducting key rate reductions, 
good fire record credit, and all other deductions of 
whatever nature, fifty per cent of such final rate, which 
sum will constitute the net rate to be applied to such 
club house. 


Phoenix Assurance Divide Texas Field 

The Phoenix Assurance Company has di- 
vided the State of Texas and has appointed 
additional field man. Myron D. Kenney will 
continue to supervise the northern portion of 
the State and Charles Cotman will take charge 
of the southern Texas field, with headquarters 
at Houston. 


H. E. Jenkins Leaves Guardian Fire 

Harrison E. Jenkins has severed his connec- 
tion with the Guardian Fire and Agency Com- 
pany interests of Salt Lake City. Mr. Jenkins, 
who of late has acted as manager of the fire 
company, has been identified with insurance 
enterprises in Salt Lake for many years. For 
some time he was joint manager of the Utah 
and Idaho branch of the U. S. F. and G., and 
when the Workmens Compensation Act came 
into operation in 1917 he was appointed a mem- 
ber of the State Industrial Commission which 
was set up to administer the law. Mr. Jenkins 
is a member of the Utah Senate and was the 
author of several insurance bills during the last 
session. He has not yet decided on his future 
plans, but it is probable that he will become 
affiliated with some Utah insurance interests. 





Represents Liberty Fire 

H. M. Dinsmore & Co. of San Francisco, 
for some time general agent for the Millers 
National Insurance Company, has been ap- 
pointed general agent in California for the 
Liberty Fire Insurance Company of St. Louis. 
The Liberty Fire entered the Pacific Coast 
field last year, and has been operating through 
the Bentley & Waterman General Agency of 
San Francisco. It is understood tha the com- 
pany is planning to restrict its underwriting 
operations in the Pacific Coast States outside 
of California to reinsurance. In changing its 
California representation to the Dinsmore 
agency the Liberty National will operate on a 
non-board basis. 


—Responses indicate that there will be full attend- 
ance at the meeting of the executive committee of 
State Fire Marshals at Des Moines a few weeks hence. 
President J. A. Tracy has called the session to plan 
for the national convention, which he opines will be 
held at Signal Point, Tenn. The meeting in Des 
Moines will be the first ever held west of Chicago, 
Mr. Tracy has some fine ideas for the program for the 
September meeting, which he says will be of general 
interest in the work of protection from criminal fires. 
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Che F.B. COLLINS 


INVESTMENT Co. 
OKLAHOMA . HOME OFFICE 


OKLAHOMA CITY, OKLAHOMA 


47, 
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WITHOUT LOSS UN 


ARKANSAS The Great Southwest is today and will be for many years 
to come the scene of the greatest agricultural development 
anywhere. 


Its record-breaking crops—its limitless possibilities have 
astonished the world. 
LOUISIANA 
Farm Mortgages from this favored section cannot be sur- 
passed in safety and dependability. 


Our 7% Farm Mortgages 
NEW MEXICO run for a period of 10 years and insure the investor a maximum 


rate of interest consistent with absolute safety for years to 
come. 
In the sound character of the loan company’s standard lies 
safety for the investor : 


COLORADO 


A service assuring such standard is at your disposal. 

We have specialized in Southwestern farm mortgages nearly 
37 years and our offerings are given preference by large life 
insurance companies, holders of trust funds and discriminating 
KANSAS private investors. 

Collins Farm Mortgages represent a safe investment in 
times of uncertainty. 


Write for our booklets. 


THE F. B. COLLINS INVESTMENT COMPANY 


Members of the Farm Mortgage Bankers’ 
Association of America 


Oklahoma City, Oklahoma 
Sales Office: 727 Monadnock Block, Chicago 
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BLUE GOOSE FLIGHT 


New York City Pond Holds Mighty 
Meeting in Newark 








E. D. MARR HONORED GUEST 
Ernest Palmer and J. V. Barry Speakers— 
180 Goslings Initiated Into Order 
(Special Cablegram to THE SPECTATOR) 
Newark, N. J.—Newark, N. J., experienced 
a period of darkness on Monday evening of 
this week which was thought by some super- 
stitious folk to be a matter of ill omen. It was 
soon diseovered, however, that the cause lay 
in the passage over that city of the largest 
single flock of Blue Geese ever seen by human 
eyes. After some circling around, the flock 
eventually settled on the roof of the Liverpool 
and London and Globe Insurance Company 
building, and here with much honking they held 
a mighty conclave. The citizens of Newark 
were somewhat disturbed at first, but eventu- 
ally decided to honor the feathered guests and 
accordingly brought forth a band. This fea- 
ture was not, however, appreciated and many 
disgruntled honks were heard, together with 

much flapping of wings. 

Shortly before two o’clock a stray night 
watchman noticed that the flock had departed, 
and by dint of much effort on the part of your 
correspondent it was discovered that the flock 
has been broken up for the summer, but that 
it will be organized for a fall flight some time 
next September. 

Three hundred and sixty ganders and gos- 
lings of the Ancient and Honorable Order of 
the Blue Goose, New York City Pond, enjoyed 
the hospitality of Hugh R. London and Dun- 
can Reid, manager and president, respectively, 
of the Liverpool and London and Globe Insur- 
ance Company and the Globe Indemnity Com- 
pany. One hundred and eighty goslings were 
initiated from a flock of nearly 250. 

The flight was made to do special honor to 
Most Loyal Grand Gander E. D. Marr and the 
Grand Wielder of the Goose Quill Paul E. 
Rudd. Following the dinner, Deputy Most 
Loyal Grand Gander Hugh R. London, as 
toastmaster, introduced Grand Gander Marr, 
who said that the New York Pond is now the 
greatest on the North American continent and 
that the flight was the largest ever held by any 
single pond. Gander Marr also instructed the 
goslings present as to the history and purposes 
of the order. 


Gander J. V. Barry, assistant secretary of 
the Metropolitan Life Insurance Company, 
gave a short talk in his usual witty and pleasing 
manner, and was followed by Gander Ernest 
Palmer, assistant general counsel of the Na- 
tional Board of Fire Underwriters. The latter 
applied the language of the Dean Schedule to 
the plights of an after-dinner speaker, to the 
great amusement of the assembled ganders. 

Gander Frederick Ackerman, special agent 
in New Jersey of the National Union Fire of 
Pittsburgh, was presented a jeweled stick-pin, 
emblematic of the order, in recognition of his 
splendid work in obtaining 170 goslings for the 
pond. The presentation speech was made by 
Gander C. A. Ludlum, vice-president of the 
Home Insurance Company of New York. 

Following the initiation ceremonies, which 
were the cause of much merriment, Most Loyal 
Gander Mallalieu called a short business ses- 
sion, at which it was decided that the next meet- 
ing would take the form of an outing some 
time in September. 


To Take Up Readjustment of Rates in 
Kansas 

Frank L. Travis, Kansas Superintendent of 
Insurance, is planning on a conference of the 
representatives of the first insurance companies 
doing business in Kansas in regard to the read- 
justment of the rates on the various classes of 
business written by the different -companies. 
The statements of the underwriting experience 
by classes for last year are now being compiled 
by the clerks of the department. This will 
make the third year this information has been 
compiled by the department and it is expected 
that the showing of these years will be sufficient 
for the Superintendent of Insurance to order 
some changes in rates in this State. 

When the information is completely compiled 
and the comparisons made up for the two previ- 
ous years the insurance men will be called in 
for a conference about the rates and the dif- 
ferent classes of business. 

“From the information we have gathered 
it appears that some of the companies put their 
premium money into a common pot and pay all 
losses from this general fund,” said Mr. Travis. 
“The tables so far compiled indicate a number 
of lines which are carried at an actual loss to 
the companies and other lines seem to be mak- 
ing profits for the companies. 

“Tt appears that underwriting experience by 
classes covering the three years is sufficient to 
warrant some readjustment of rates in this 


State. Some ought to be reduced and others 
ought to be increased. Of course there are 
some lines being offered which must be car- 
ried for some time with the support of the 
general business of the companies. But after 
a line is established and sufficient experience 
has been gained it seems to.me that each line 
ought to be carried on its own basis and pay a 
rate sufficiently high to*cover the losses;"pay the 
expenses and return a profit. And the lines 
which show a high profit ought to have a 
lower rate.” 
Basketball League Planned 

Some fire insurance companies in New York 
city had representative basketball teams on the 
floor last season, playing independently,. and 
when next season comesaround the formation 
of a basketball league would make the games a 
erect deal more interesting; not, only would 
there be a championship to play. for, with per- 
haps a trophy added, but there would be 
friendly rivalry “among the -interésted compa- 
nies. J 

It would be only fair to all concerned that 
the games wére playéd under conditions the 
same for all, and one of the first duties of our 
proposed league would be the coming to an 
agreement on a set of rules or conditions that 
would apply. 

It is requested that all. who are interested 
get in touch with H. S, Cairas, 95 William 
street, New York city, who, after he has re- 
ceived sufficient replies; will call a meeting of 
all those interested so that plans can be dis- 
cussed and made. 


Fire Protection Teaching Leads to se 
Reductions 

As result of improvements in fire depart- 
ments and waterworks, and also of the teaching 
fire prevention in the public schools, a. number 
of Texas towns are receiving reduction in 
their key rates by the State Fire Insurance 
Commission. The new credit of three per tent 
on the key rate allowed for teaching fire pre- 
vention is attracting the attention of many 
of the smaller towns, and it is predicted that 
a large majority of them will have taken ad- 
vantage of it before the end of the year. ~. 

Last week the State Fire Insurance Com: 
mission announced reduction in key rates of the 
following towns: Gregory, from 59 to 57 
cents; Lometa, from $1 to 97 cents; Denison; 
from 28 to 27 cents; Nordheim, from 99 to 98° 
cents; ‘Tioga, from 89 -to 85 cents; Van Al- 
styne, from 68 to 66 cents; Haskell, from 60 
to 57 cents. . 
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ONLY RURAL OLD LINE 
COMPANY 


Low Participating rates; double indemnity insurance; shortest, 
cleanest policies in the world; complete protection disability clause. 


THE AGRICULTURAL LIFE INSURANCE 
COMPANY OF AMERICA 


FRANCIS F. McGINNIS, 
President, General Counsel and Founder 





‘We are writing at the rate of six millions a year and 
have a particularly attractive proposition for men with 
clean records who can deliver the goods—as General, 
State or District Agents. 







WILLARD E KING, Vice-President and Manager of Agencies 
FRANKLIN A. BENSON, Secretary and Superintendent of Agents 


Home Office: BAY CITY, MICHIGAN 















SOUTHLAND 
LIFE INSURANCE 
COMPANY 


DALLAS, TEXAS 








Insurance in Force 


Over $66,000,000.00 


HARRY L. SEAY, President 


LAWRENCE M. CATHLES, 
Vice President & Actuary 


P. N. THEVENET, Secretary 




































The Fireman’s Fund 
is in the front rank 
in fire, marine and 
automobile insurance. 
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NOW READY 
Thirtieth Annual Edition, 1921 


THE HANDY GUIDE 


Premium Rates, Applications and Policies 


For Three Decades 
THE.STANDARD REFERENCE WORK 


FEATURES IN 1921 


Preliminary Term Reserve Tables, Modified and Full. 
Select and Ultimate Reserve Tables 


PREMIUM RATES 


for Ordinary, Limited Payment, Endowment and Term 
Policies 


SURRENDER VALUES 


for all ages and a series of years; 
Loan, Cash, Paid-up and Extended Insurance Values 


LEADING POLICY CONTRACTS 


Complete Without Eliminations 
Warranties and Agreements in Applications 


DISABILITY AND DOUBLE INDEMNITY 


Clauses Presented Verbatim 


MAXIMUM AMOUNTS WRITTEN 


on a Single Life 


RESERVE, MORTALITY AND MONETARY 
TABLES 


COMPLETE, ACCURATE, CONVENIENT 


PRICES 
FLEXIBLE BINDING, for Pocket Use........... $4.00 
WITH THUMB INDEX (for 30 Cos.)......-..... 4.35 
THREE SUPPLEMENTS, Extra.................. 1.00 


THE SPECTATOR COMPANY 
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Marine Insurance 








MARINE BILL HEARING 





Insurance Men Answer Shipping In- 
terest’s Objections ’ 





BENJAMIN RUSH TESTIFIES 





Certain Bill as Drawn Will Not Permit a 
Monopoly 

Testimony for and against the Edmonds 
marine insurance bill was heard by House and 
Senate committees last week, when a number 
of prominent insurance men visited Washing- 
ton to refute the arguments against the bill 
presented by shipowners and brokers. At the 
beginning of the hearings, Representative Ed- 
monds of Pennsylvania, author of the measure, 
appeared before the committee to tell of the 
action taken ,in the past on the measure. The 
bill has been endorsed by the House commit- 
tee on merchant marine, he said, following an 
investigation lasting over a period of fifteen 
months. Its enactment, in the opinion of the 
committee, would be a long step forward in 
the maintenance of our merchant marine and, 
in addition, would prove a measure of national 
defense in guarding trade and shipping secrets 
from foreign countries. 

Representative Edmonds was followed by 
Dr. S. S. Heubner, insurance advisor to the 
Shipping Board and to the merchant marine 
committee, who assisted in the writing of the 
measure. Dr. Heubner explained the various 
provisions of the bill and outlined the bene- 
fits which it is believed would result from 
its enactment into law. The purpose of 
the bill, he said, is to place Ameri- 
can underwriters on a par with their foreign 
competitors, by removing legislative obstacles 
which now stand in the way of their progress 
and with which their foreign competitors are 
not obliged to contend. It aims at the adop- 
tion of practices and principles which have 
been used by the leading competing nations 
for many years, he asserted. 

“The bill proposed to modernize our legis- 
lation as it relates to marine insurance and thus 
give our companies a chance,” he told the com- 
mittee. “The sole purpose of the act is to bring 
about conditions of fair play in our country 
for our own people. It is the outgrowth of a 
comprehensive investigation, conducted jointly 
by the Shipping Board and a subcommittee of 
the House committee on merchant marine.” 


PRESIDENT RusH Favors BILi 


Another witness for the bill whose testi- 
mony was listened to by the committees with 
a great deal of interest was Benjamin Rush, 
president of the Insurance Company of North 
America. Especially impressive was Mr. 
Rush’s statement that, whereas before the 
Civil War there were fifty-two companies 
doing a marine business in Philadelphia, the 
outbreak of the World War found only two 
such companies there. The heavy taxes, and 
the State regulations, he said, were responsible 
for the disappearance of fifty companies. 

Mr. Rush devoted much of his time to 
outlining the material benefits which would 
accrue to both insurer and insured under the 





proposed code. For one thing, he said, the 
ability to write multiple lines would result in 
lower rates. The company would benefit by 
the greatly reduced overhead. In addition, the 
insured would have the convenience of han- 
dling one policy, whereas at present there is 
almost no limit to the number of policies which 
may be issued to cover a big risk. 

Another and most important point is that 
information regarding American trade and 
shipping would be confined to this country. 
He pointed out that at the outbreak of the 
war the Alien Property Custodian found that 
much information of value had been secured 
by Germany through German insurance agents 
throughout the United States who, in the 
course of their work, had free access to our 
most important merchant vessels and were able 
to get the most intimate details of shipments. 

Some fear was expressed by members of 
the committee that the enactment of the bill 
might pave the way for monopolies, a thought 
which was also expressed by shipping repre- 
sentatives present at the hearings. This was 
strongly denied by Mr. Rush. “I am abso- 
lutely positive that the bill as drawn will not 
permit a monopoly,” he declared. “Marine 
insurance is different from fire insurance. 
There are always two ends to each transaction, 
one in this country and one in the foreign 
country. It is physically impossible to com- 
bine American and foreign companies. Nor is 
there any way of making a protective tariff for 
American companies. That was the first 
thought of the merchant marine committee, 
but there is no possibility of passing a law to 
compel Ameriean citizens to insure their prop- 
erty if they do not want to, and if the Ameri- 
can companies were foolish enough to create 
a monopoly, there is nothing to stop the Ameri- 
can exporter from writing the consignee and 
having him take out insurance at the other 
end. There are plenty of foreign companies 
ready to take the business if our rates get 
too high.” 


Britt ProposeD By SHIP OWNERS 


The opposition to the measure was voiced by 
Ira A. Campbell, representing the American 
Steamship Owners’ Association, although a 
number of other shipping men were present, as 
well as some brokers. While the shipping men 
of the country are strongly in favor of any 
measure to build up the American marine in- 
surance business, he said, they were opposed 
to a number of provisions of the proposed 
law, chief among them being Sections 20 and 
26. The industry is not in need of the pro- 
tection afforded by those sections, he asserted, 
characterizing as a protective tariff the provi- 
sion carrying the two- and one-half per cent 
tax on exported insurance, which he declared 
would be paid by the shipping interests, since 
the insurance brokers would not carry it, and 
it would be added to the rates. This tax is 
provided for in Section 26, which stipulates 
for its payment upon all insurance placed with 
companies “not authorized by license * * * 
to transact such business of insurance.” Sec- 
tion 20, the other main objection to the bill, 
he said, would eventually lead to price fixing 
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and monopoly. 

The hearings: before the House committee 
were long-drawn-out, the members of the 
committee seeming desirous of learning all 
about the measure. Following a morning hear- 
ing, the meeting was adjourned in order that 
the members might attend the day’s session of 
Congress, and was resumed in the evening, it 
being midnight before it finally came to a 
close. In the Senate, it was found impossible 
to go as deeply into the matter as the com- 
mittee desired in the short time at its disposal, 
and another hearing will be held on May 12. 

Among the insurance men who appeared, in 
addition to Mr. Rush, were Herbert Appleton, 
United States Lloyds, Inc.; William H. McGee, 
St. Paul Fire and Marine; Hendon Chubb, 
Federal Insurance Company; Lawrence J. 
Bringle, and A. G. Thacher, American Insur- 
ance Syndicates; J. H. Doyle, National Board 
of Fire Underwriters, and G. H. Rees, Conti- 
nental, American Eagle and Fidelity- Phenix. 


UNIVERSAL BEGINS BUSINESS 
Company Recently Organized in Jersey 
Begins Marine Underwriting 

Announcement was made early this week that 
the Universal Insurance Company of Newark, 
incorporated a short time ago under the laws 
of New Jersey, has received its license to do 
business in New Jersey and has also been ad- 
mitted to New York. The company was or- 
ganized to write marine insurance business only. 

The Universal has a cash capital of $400,000 

(Continued on page 25) 








“All kinds ef Insurance 
on Automobiles” 


FIRE THEFT 
COLLISION LIABILITY 
PROPERTY DAMAGE 


AUTOMOBILE INSURANCE EXCLUSIVELY 


American Automobile 
Insurance Company 


Pierce Building, ST. LOUIS, MO. 


LAWRENCE B. PIERCE, Chairman of Board 
CHAS. W. DISBROW, President 
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The Title Guaranty and Casualty 
Company of America 


431 Griswold Street 


A joint stock corporation that will issue casualty 
and title insurance and fidelity and surety bonds. 


A joint stock corporation that is officered by men 
thoroughly experienced in the various forms of insur- 
ance and bonds which the company will write. 


A joint stock corporation that has already attracted 
as shareholders some of the most conservative and 
capable business men of Michigan. 


A joint stock corporation that is assured a big and 
profitable business by reason of its wide distribution 


The Title Guaranty and Casualty Company of America 


A. J. Walker-Greig, L.L.B., 
President 


F. J. Noonan, B.C.S. 
Secretary 


Detroit, Michigan 


of capital among buyers of insurance and bonds and 
by reason of the profit-sharing features of its contracts. 


Because of the various plans which the company 
has for immediately attracting a volume of good 
business, because of the safeguards which the Michi- 
gan laws guarantee to shareholders and because of 
the endorsement given the company by the prominent 
men who have already become associated with it, the 
stock of this company can be sold strictly on its 
merits. 


Men who can qualify under the tests of intelligence, 
integrity and industry are wanted as stock salesmen. 


George A. Curry, 
Vice-President 


M. F. McDonald 
* General Counsel 








THE 1920 RECORD 


of The Great-West Life shows unparalleled expansion along the lines that make 


SATISFIED POLICYHOLDERS AND SUCCESSFUL AGENTS 


Life men—looking for wider opportunity—should write to 


THE GREAT-WEST LIFE ASSURANCE COMPANY 


Head Office—Wnpeg. 





SALESMAN OPPORTUNI1 Y 
We can use some high-grade stock and bond salesmen to sell our 6% 
Participating Preterred Stock, our 6% Improved Calumet District 
Real Estate Bonds, and our 5% Farm Mortgage Bonds. 
Write for Particulars. 
GARY NATIONAL ASSOCIATES COMPANY 


Gary Theatre Building, Gary, Indiana. 
Wilbur Wynant, President. 

















THE MUTUAL LIFE OF ILLINOIS 


HOME OFFICE: 
SPRINGFIELD, ILL. 


An ‘Old Line’ Legal Reserve Company 
issuing all the standard forms 
of policies. 


Good territory in IIlinois still open. Will 
be pleased to hear from anyone interested. 


The Republic 
Casualty Company 


232 Fourth Ave. 
PITTSBURGH, PA. 


Writes all lines of Casualty Insurance. 
Fidelity and Surety Bonds 




















THE ACCUMULATION POLICY 


is a combination of insurance and investment in a new sense, 
us it provides for increasing benefits each year—in reality, a 
Contingency Fund that will be available for the purchase of 
extended insurance, or which may be withdrawn (without in- 
terest) in event of an emergency. However, any amount re- 
inaining in the Accumulation Fund at death will be paid to the 
beneficiary as additional insurance. 


Specimen rate: Age 35 $31.80 per $1,000.00 
Salesmen—This policy has no competition. 


NATIONAL LIFE ASSOCIATION _ Des Moines, lowa 











SALARY AND COMMISSION 


offered to capable man to organize an im- 
portant open territory, comprising five coun- 
ties in Pennsylvania. Address 


W. E. Napier, Secretary 


SCRANTON LIFE INSURANCE CO. 
Scranton, Penna. 
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THE INSIDE BOSS 


He Knows the Price on the Tag of the 
Mantle of Success 


A BIT OF WISDOM 
The Blaze Marks on the Trail by Which 

You May Know the Path to Prosperity 

Some time ago THE SpecTAToR published a 
bit of wisdom that was penned by Thomas A. 
Buckner. Some think that it does us good to 
read, daily, these helpful words. The writer 
has had them typed, and has hung them where 
they can daily mect his eye. They read as fol- 
lows: 

| tind in life that most affairs that require 
serious handling are distasteful. For this rea- 
son I have always believed that the successful 
man has the hardest battle with himself rather 
than with the other fellow. To bring one’s 
self to a frame of mind and to the proper en- 
ergy to accomplish things that require plain 
hard work continuously is the one big battle 
that everyone has. When this battle is won 
for all time then everything is easy. 

When Mr. Buckner wrote words he 
was thinking of life insurance work. And _ so- 
liciting insurance is a very different task than, 
say, collecting transfer tickets in the subway 
at so much pay per hour, and so many hours 
on the job. Soliciting insurance is a very dif- 
ferent task from any of the many tasks that 
are set for,men and in which a definite routine 
is to be followed at somebody's direction. In- 
deed, there are two distinctively different kinds 
of labor. In one kind you are, in the main. 
self-directed, self-bossed, and, after a manner, 
you are self-paid. In the other, somebody 
hires you for so many hours a day to do cer- 
You are directed and 


these 


tain prescribed tasks. 
paid by another. 
Most of those who are bossed by an 
side’ boss and must perform routine tasks for 
a certain period each day look with envy upon 
the other class of laborers. They do not real- 
ize that an “inside” boss can be the most exact- 
ing, the most unrelenting, the most watchful, 
‘the most inconsiderate of any boss anywhere. 
The “inside” boss can be a taskmaster that 
holds up a standard of self-denial, of industry, 
and of energy that will drive a man as if he 
Were scourged with countless lashings of the 


“out- 


flesh. 
EvER ON THE Jop 
Up in Orange County there’s a very success- 
ful dairy farmer. He is a man of sixty-odd. 
He owns a big. productive farm—not mort- 


gaged—and has many thousands cached away 
in good securities. 

One day an ambitious, youthful neighbor 
asked the old farmer for his receipt for suc- 
cessful farming. 

“Farming,” said the successful 
one of them trades where you must keep after 
vourself with a sharp pitchfork, that is, if you 
want to get ahead and are willing to pay the 
tiddler. Hired help will always work some 
short of what you do yourself. And if you've 
got five men working for you, it’s mighty easy 
to be losing half of their wages. It’s right up 
You've got to have an ‘inside’ boss 


farmer, “is 


to you! 
who will never let you have a day off and is 
always just aching to give you a hiding if you 
sleep five minutes beyond the rattle of the 
clock. When the day's just right for 
fishing, the ‘inside’ boss makes you keep at 


alarm 


the plough or whatnot, twice as hard as on 
ordinary days. Success- 
ful farming can be canned into four words, 


That’s for discipline. 


‘Iver on the job.” 

Vhey tell of this farmer that on his wedding 
day—he was married at one o'clock in the after- 
noon—he escorted his bride from the church 
to her new home, and a half hour later he was 
in his working clothes and running a reaper. 
That's the sort of “inside” boss some success- 
ful men have, and that’s the sort of inside boss 
that is worth, for success in life, far and away 
more than any mere brain power. 


REPUGNANT TASKS 

Now, any man can have the right kindof an 
“inside boss,” but few men can hope to have 
unusual power. One is given at birth 
and the other can be created. All a chap has to 
do to create the right kind of an “inside boss” 
is for him, every day, to tackle and perform 
the very thiigs that he doesn’t like to do and 
are distasteful to him, that is, things in his 
That's the kind of discipline that 
develops the right kind of “inside boss.” 

Fasy and pleasant tasks, that require no in- 
ternal scourging, seldom bring in any money or 
make for any advancement whatever. In all 
labor that is self-assigned and self-bossed, it 
is the. repugnant tasks that bring the great re- 


brain 


line of work. 


ward. In this way ‘you can always test the 
tusks that present themselves to your mind. If 
vou chose the most difficult and the most un- 
pleasant, that is the task which will be profit- 
able and will lead to advancement. If on any 
morning the thought occurs to you that a par- 
ticular task for that day seems easy and pleas- 
ant, push that’ task away and select something 
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that you are utterly disinclined to attempt. The 
rule is an absolute one. The unpleasant task is 
always the task that makes for a bank deposit, 
and that will push you ahead and push you 
ahead fast. 

And just as there are everywhere two dif- 
ferent kinds of labor, so there are in all walks 
of life two different kinds of men, men as dif- 
ferent as it is possible for them to be. 


Must Pay THE PRICE 

All of us have a notion that we desire suc- 
cess, and in that respect we are somewhat alike, 
but only after a fashion. We all do desire suc- 
cess, but it is the small minority, however, who, 
weighing the cost of success, are determined to 
achieve it. For success, money and advance- 
ment, must be paid for, and the price is very 
heavy. If you really desire success, great suc- 
cess, in anything, as in soliciting industrial in- 
surance, and if you stand ready to pay the price, 
you can obtain it. That all goes back to the 
“inside boss.” He knows well the price tag 
on the mantle of success, and if you make him 
your real boss, and if you follow his bossing, 
you are just as certain to wear that mantle as 
you are to wear your hat if you put your hat 
on your head. 

This little talk is written mainly for the 
young.. The trouble with us old chaps is that 
it is difficult, after middle age, to take the 
thorny trail, if all our lives we have been tak- 
ing “the easiest way.” Still, there are many 
who have re-created themselves when advanced 
in years. So, after all, success is always 
knocking at every man’s door. 

Everybody is trying to be happy, and it might 
seem that to follow the demands of an unre- 
lenting inside taskmaster would not lead to 
happiness. As a matter of fact, however, it 
surely does. Given a desire to make the most 
of oneself, and to obtain the greatest possible 
success that one is capable of, happiness and 
satisfaction can only be gained by realizing 
that desire. Men who are failures at fifty 
sometimes say that they do not care, but they 
do care. Most of them are miserably unhappy. 

The really happy men are those who shrink 
from no task, however difficult and displeasing, 
and are always intent, not on having “a good 
time,” but in using energetically every moment 
of their waking hours, either in unremitting, 
and perhaps disagreeable labor, or in welcome 
and well-earned relaxation. 

Young man of the industrial leaflet, you can 
have great success, and, incidentally, you can 
look forward to a large income, if you really 



























desire success and stand ready to pay the tag 
price for it. That price, for your own line of 
labor, is to appoint an “inside boss” and follow 
his bossing, no matter how reluctant you may 
be nor how severe that inside taskmaster. You 
can pursue your rounds almost automatically, 
thinking of the weather, of the ball game on 
last Saturday, or of nothing whatever. Or you 
can pursue your rounds with thoughts stead- 
fastly fixed on the business of the hour, and 
planning what talk you will give to the next 
hold-back you meet. 

The kind of house you will live in ten years 
from now, the kind of clothing you will wear 
ten years hence, and the size of your bank ac- 
count ten years from now is right up to you. 
You can do your work, what work is expetced 
of you, and yet daily fall down on your job 
Or, daily, if you let the “inside boss’’ have 
control, you can be traveling a trail that is cer- 
tain to lead to every kind of success. 





SPECIALIZE ON ONE TYPE 


Do Not Flounder Around, Advises Experi- 
enced Solictor 

Sound advice is given to new 

Maurice S. Krause of the Metropolitan Life 

in the company’s service paper The I[ntelli- 

agencer. Mr. Krause, who has a large volume 

of industrial and ordinary business to his credit, 


agents by 


says: 

T would not advise any new agent to flounder 
among different plans and policies. Nothing 
is more confusing and nothing more discourag- 
ing to a new man than to be mixed up at the 
start with whole life, limited payment, en- 
dowments and their various features, double 
indemnity, disability, etc. And that’s not the 
worst of it. Any vagueness in an agent’s atti- 
tude kills confidence in him and his business 
in the mind of the gentleman approached. 

Try the twenty-payment life and keep at it 
until you can give a clear notion of its value 
to the man interviewed, also an idea of the 
approximate rate without having to fumble 
in your rate book to find it. A few good prac- 
tical demonstrations from a deputy or brother 
agent helps to clear the way for the newly 
appointed, whose best promise of success is 
courage, with a working knowledge of what 
he is selling. 

My first aim is to get a man’s attention. 
Tf not obtainable at the first interview, I solicit 
and prepare for a second meeting with him. 
I rarely introduce insurance off-hand. I prefer 
to begin the conversation on some matter of 
local or business interest, and wait for the 
right moment to present my proposition. I 
try to fit the plan to the pocketbook, but al- 
ways let my man feel that he is big in insur- 
ance. The twenty-payment life is a good 
policy up to about age of thirty-five; after 
that endowment at age eight-five with disability 
and increasing indemnity. 

No money is a familiar objection. That’s 
the time to turn credit man for the company 
and take a chance. I like to get the appli- 
That done I feel easy about 
T show it to the insured; 


cation signed. 
delivering the policy. 


congratulate him on his credential of good 
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health, renew his interest and his desire to get 
the insurance. Not Takens? My record will 
show that though an application is unaccom- 
panied by the advance premium, my percentage 
of Not Takens is not above the average, while 
my placings—well, you know, that they ran 
$156,500 in 1918, $303,500 the next year and 


$310,500 for 1920. That speaks for itself. 


Eureka Life’s Strong Statement 

The old Eureka Life Insurance Company of 
Baltimore, Md., during the year 1920 for the 
first time crossed the one-million-dollar mark 
in assets. This company, which is now in 
its fortieth year, made a gain of twenty-one 
per cent in its assets last year, and closed the 
year with $1,020,865 of resources. On the same 
date, its actual liabilities for claims in process 
of adjustment and reserve for 1921 taxes 
amounted to $9,900, so that it held $1,010,965 
for the protection of policyholders, this sum 
being made up of $830,914 of reserve, $100,000 
of capital, and $80,051 of surplus. 

At the end of 1920, the Eureka Life had $15,- 
665,489 of insurance in force, representing 114,- 
078 policies. This means that during the last 
five years the number of policies in force has 
increased about 54,000, and the amount of in- 
surance covered thereby has increased about 
$9,400,000. The progress of the company is 
further evidenced by an increase in the yearly 
premium income of about $325,000, and in the 
assets of nearly $700,000, during the last five 
years. Some of the gains in 1920, expressed 
in percentages, are as follows: In insurance 
in force, 18 per cent; in admitted assets, 21 
per cent; in premium income, 17.5 per cent, and 
in total income 21.3 per cent. The new insur- 
ance issued last vear amounted to $4,508,078. 
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The Eureka Life, of which J. C. Maginnis is 
president, is an old-line legal reserve insurance 
company, and issues every form of modern life 
insurance. Following the lastest examination 
of the company by the Maryland Insurance De- 
partment, the examiners stated that it is “effi- 
$156,500 in 1918, $303,500 the next year and 


$310,500 for 1920. That speaks for itself. 


The Only Way 

Income Insurance: I assume that my pros- 
pect has the same objective in life that I have 

to make provision for his wife and children 
beyond all peradventure. I then continue as 
follows: There is only one sure way to ac- 
complish this—through a Life Income contract 
with the Equitable. Do you know of any other 
method whereby you can make arrangements 
to have a check handed to your wife every 
month for as long as she lives even in the 
face of financial panics, crop failures, war, 
money stringencies and other calamities? 1] 
have put this question to a number of men 
who are experts on investments and have never 
received an alternative answer. 

There may be one obstacle you will occa- 
sionally run up against, and that is the present 
increased interest rate. In many sections of 
the country money can now be put out to 
bring the same income as under a Life Income 
policy, and yet save the principal. The way 
to combat this is to show how money must he 
reinvested at varying intervals, depending on 
the nature of the investment, and five or ten 
years hence the interest rate will possibly have 
dropped to the pre-war figure. Moreover, there 
is always a danger of the beneficiary losing all 
the insurance through an unfortunate venture. 
~Robert J. Ryan, in Agency Items. 


INSURANCE COMPANIES FOR 1926 


Number of 


Companies -—————Policies———-- 

Insurance Items Reporting Number Amount 
Industrial insurance in force................. 25 47,608,804 $7,031,676,624 
Ordinary insurance in force.............0++.- 21 5,617,882 6,875,259,100 
Industrial and ordinary insurance in force.... 25 53,226,686  13,906,935.724 
Industrial insurance issued, revived, increased. 7,745,912 1,500,666,398 
Ordinary insurance issued, revived, increased. . 1,335,635 1,869,615,504 


Indust. and ord. ins. issued, revived, increased. 


Industrial 
$254,685,949 
298,388,477 


Premium income 
Total income 
Claim payments, including mortuary 

dividends 
Industrial dividends 
Total payments to policyholders.... 
Total disbursements, all purposes. . 
Reserve on insurance in force..... 
Assets (total admitted) 
Liabilities (including capital stock) . 
Unassigned funds (surplus)....... 





69,586,019 
*15,720,349 
89,127,055 
183,262,489 
884,144,823 


9,081,547 3,370,281 897 


Totaly 
$469 ,436,832 
558,578,360 


Ordinary 
$214,750,883 
259,012,023 


61,668,574 
172,318,693 
326,248,277 

1,801,991,730 

1,966.809.838 
1,890,097,302 
76,712,536 


83,090,166 
137,193,505 
917,846,907 


* $2,772,271 of this amount represents mortuary, and $12,948,078 represents other 


dividends. + Total includes some 
ordinary. 
RESUMF., 
Industrial Industrial 
Premium Claim 
Income ° Payments 

1910 $109,510,535 $37,143,007 
1911 116,904,962 39,090,490 
1912 125,224,393 41,245,918 
1913 133,767,046 44,542,306 
1914 143,290,619 47,926,020 
1915 54,293,399 $9.107,021 
1916 164,966,333 54.635,165 
1917 178,980,442 59.161.651 
1918 196,408,962 89,503,638 
1919 225,097 ,027 67.054.013 
1926 254,685,949 69.586 019 


Origial tabulation 
of America. 
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amounts not 


Policyholders 


Statistician’s Department, 


divisible into industrial and 


1910-1920 


Industrial Payments to In- 


Reserve dustrial Policy 
Payments Increase holders Plus 
to Industrial (Over Pre- Industrial Re- 


serve Increase 
$73,227,518 


vious Year) 


$45,128,890 $28,098.628 


49,002,707 31,910,106 80,912,813 
41,647,825 94,249,209 
46,049,835 103,492,088 
43,378,401 107.445.7690 





51,897,197 
66,124,188 
65.523.999 
67.153 714% 
92 306.786 
101,607,871 


Insurance Company 


118,389,778 
138,173,233 
143,184,718 
177.669.330 
180,905,347 
190 .734,9°6 


72,049,045 
77,660,796 
110.515,615 
88.598, 461 
89,127,055 


The Prudential 
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CREATING DESIRE 


First of Convincing Steps in Selling 
Process 


APPEAL TO THE HEART 


Salesman Must Lead Prospect Through 
Each Stage 





Following is a further instalment of 
the work entitled “The Selling Process,” 
written and published by Norval A. 
Hawkins, giving a valuable insight into 
the mechanics and psychology of sales- 
manship, 











The processes of the sale which have been 
studied previously were all mental. Now we 
come to the stage where the appeal must be 
made to the heart instead of to the mind, 
primarily. A man’s emotions, not his thoughts, 
control his Desire. 

A very large proportion of salesmen are un- 
able to get their prospects beyond the Interest 
stage. These salesmen secure Attention and 
induce Interest: then are stalled in their ef- 
forts to complete the selling process. Interest. 
of course, must be built up continually, or it 
will lessen. The salesman who is unskilled in 
Persuasion and the Creation of Desire per- 
ceives that his prospect’s interest is unclamp- 
ing. He tries to accomplish an increase of 
Interest, to offset the loss. But the prospect 
slips back to mere Attention, and finally to in- 
attention. The salesman loses out because he 
could not lead the other man to and through 
the next step of salesmanship. Usually the 
reason for his failure is inability to handle 
himself and the prospect aright on the heart 
basis. 

In fact, a great many salesmen do not re- 
alize that they should avoid appealing to the 
inind when they work to persuade. Appeals to 
the mind, for the purpose of Creating Desire, 
defeat their own intention. The mind always 
puts itself on the defensive when any mental 
appeal is made. The mind is in a critical atti- 
tude toward the salesman. 
ideas because they come from an_ outsider. 
And so long as there is an attitude of mental 
resistance, Desire is repressed. 

No prospect ever was reasoned into buying. 
Yet unskilled salesmen attempt to win orders 
hy arguing with prospects who balk at the In- 
terest stage of the sale. The ordinary result 
of such blundering is the antagonism of the 
prospect. He first is passively resistant to the 
salesman’s mental appeals; then he becomes 
aggressive and dismisses the salesman. His 
heart has not been reached, and his mind is 
stirréd to fight free of the attempted clutching 
of the salesman’s mind. 

Now Desire means want; and a man wants 
things, longs for things with his heart. He 
realizes a lack, and has a heart hunger for 
something to fill his lack. His mind may op- 


It questions his 
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pose his heart, and may hinder his heart from 
getting what it Desires. His mind has no feel- 
ings; so it cannot experience hunger. Even the 
man who longs for an education, for mind 
food, feels no headache when he is denied his 
Desire for knowledge. The ache is in his 
heart, the place where he hungered. 

We all realize the truth of this. But have 
we all been applying the principle in our selling 
efforts to Persuade and to Create Desire? 
Have we not rather neglected or ignored the 
heart appeals, and tried to win the prospect’s 
mind? Of course, if we aimed ever so care- 
fully at the wrong spot, the better our marks- 
manship the farther would we come from hit- 
ting the right place. This explains why so 
many salesmen who make brilliant mental ap- 
peals get turned down. They are “all head 
and no heart’ salesmen. 

In gaining Attention and inducing Interest 
the salesman works to get new ideas into the 
buyer’s head. The process of Persuading and 
Creating Desire is exactly the reverse. Here 
the salesman should work to get old feelings 
(not ideas) to move out of the prospect’s heart 
with longing for the salesman’s goods or propo- 
sition. It would be hard to imagine processes 
more clearly opposites. 

Now what is meant by “old” feelings? Sim 
ply the feelings of “human nature,” which Man 
has had since Creation. New ideas have 
changed the mind of Man, but in human nature 
he is the same fundamentally as he always has 
been. His heart impulses Today, whether he 
he civilized or savage. are the same in charac- 
ter as his emotions were in primitive times. 
The only emotive difference between you and 
your early ancesters is in the degree of your 
heart activity. 

The first man experienced hunger similar to 
the longings we feel. He was Wesirous of 
food, of drink, of shelter, of warmth. He De- 
sired a mate. After he secured a wife, he had 
a primitive Desire for her safety. He took 
precautions for her protection against other 
men and against animals. He Desired the 
company of his fellow creatures, and therefore 
he became a member of a little community. 
The crude heart impulses he had resembled 
our emotions. 

\ll this explanation of the meaning of the 
words “old feelings” is but preliminary to the 
statement that the Desire of a prospect must 
he aroused by stirring in him such emotions as 
men always have had, and by inducing him to 
express, or send out his own natural impulses 
of the heart. It will not suffice to endeavor to 
get him to take into his mind the salesman’s 
new ideas. Let us repeat that statement, and 
note that there is a direct contrast between the 
meanings of the two parts. ‘The Desire of a 
prospect must he aroused by stirring in him 
such emotions as men always have had, and by 
inducing him to express or send out his own 
natural impulses of the heart. It will not suf- 
fice to endeavor to get him to take into his 
mind the salesman’s new ideas.” 

But do not misconceive this statement, and 
think that the mind of the prospect should be 
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ignored by the salesman who is working to 


Persuade and Create Desire. He should con- 
tinue working with his mind, on the mind of 
the buyer, but only to induce mental action; 
such as intensified Interest. At the same time 
he should work with his heart on the buyer’s 
heart, to secure the emotive result of Desire 
stirred to action. There are two horses in the 
team, the heart and the mind of the prospect. 
Both are needed to pull the sale through. 

You would use a team ‘of horses together, of 
course. But you would not feed them as a 
team. If you did, one horse might get all the 
food and the other would starve. Then your 
team would be weakened; though one horse 
might be greatly strengthened. If you were 
so unwise as that in your feeding, you would 
get stuck with your load when you attempted 
to move it. You know that it is necessary to 
provide each horse separately with his food, 
in order to have an efficient team for work to- 
gether after they are fed. 


Minp AND HEART 

Think of the mind and the heart of the buyer 
as you would think of a team. Use them both, 
in double harness, to get your sale across the 
“hard sledding,” but feed each separately. The 
comparison to horses might mislead you, how 
ever. into thinking both should receive the same 
food. The heart and the mind are a team com- 
posed of radically different units. 
not use each other’s food. You must feed ideas 


They can- 


to the mind of the prospect and emotions to 
his heart. Then each will be made vigorous 
and active. They will pull together strongly, 
and will carry the buyer through to the end of 
the various stages of the sale. So don’t be a 
“one-horse” salesman, but harness up the team 
after feeding them both well with the differ- 
ent kinds of food they need. Be careful not 
to get their rations mixed: for if you do, both 
horses will starve. 

It is necessary that the salesman realize how 
much men differ in their mental make-up, and 
also how very like they all are at heart. This 
is the important distinction which must be com- 
prehended before the salesman can understand 
how to work to Persuade and to Create Desire 
He may depend on it that in every prospect 
he meets there exists the same human nature 
elements of good and bad. In one buyer good 
impulses or emotions are predominant. In an- 
‘other the reverse condition will be found. But 
tthe difference is in degree of activity only. 
The elemental qualities, both good and bad, 
are present in every individual. This we know 
hecause some of the worst men have become 
very good men. And many a good man has 
gone bad. 

Of course it would be absurd to make a 
scholarly appeal to the undeveloped mind of an 
He would not know what 
you were talking about. As we say, your ideas 
would go over his head. You have to consider, 
when you are appealing to the mind, whether 
or not it contains ideas that are capable of 
grasping your ideas. 


ignorant prospect. 


But you need have no 
such question regarding the heart of a prospect. 








Every emotion you have yourself, the prospect 
feels, too, in some degree. Your size-up of 
his motives, therefore, is not to determine which 
are present and which he lacks; but to learn 
what motives are predominant. Of course you 
will be most effective in your selling if you 
find out the emotions that usually govern the 
acts of the individual prospect you are han- 
dling. 

Right here let us.study the ethics of Per- 
suasion and Creating Desire, lest we get a 
wrong impression. It is perfectly ethical to 
work on the predominant motive of a prospect, 
even though that motive is bad. This state- 
ment appears in a wrong light until we illu- 
minate it fully. 

Remember that the salesman always should 
be actuated by the purpose to do the buyer a 
genuine service. He must take the buyer as he 
finds him, however, and render service to him 
accordingly. Let us suppose the case of a 
prospect whose nature has been warped so 
much that the man has become obsessed by 
emotions of selfish pride. We might say vul- 
garly, though very expressively, that he is 
“dead stuck on himself.” Now the most ef- 
fective way to reach his heart is through the 
emotions of pride, and those are the emotions 
the salesman should work on in this particular 
case. He would not be a skillful salesman ff 
he did not work that way. Yet he may make 
his appeals to the bad motive of the prospect 
in such a good way that his salesmanship will 
he entirely ethical. 

Self-pridé is not, in itself, a bad feeling. To 
a certain degree, self-pride is ennobling and 
fine. The ethical salesman has pride in him- 
self, such pride that he will not stoop to a 
lower degree of pride in the prospect. But he 
can work to lift the buyer’s self-pride from a 
low level. Thus, while rendering him sales 
service, the salesman will also better the heart 
of his prospect. 

For example, a fop was being handled by an 
expert salesman of a fashionable tailor. The 
salesman knew this prospect always wanted to 
be notable as a leader in style. The salesman 
worked on the emotion of pride in such a man- 
ner that the quality of pride was bettered. 
What he said was about like this: 

“The fashions this winter will be plain. The 
lines of garments will be plain, and the goods 
subdued in pattern and colors. You want to 
dress in such a way, of course, as to suggest 
the sober conditions of war. A man will not 
be in fashion this winter if his wardrobe is in 
contrast with the country’s feelings.” 

The prospect took great pride in’ imagining 
himseif as a leader of fashion in “subdued” 
clothes. That pride was unworthy. But the 
salesman had lifted and hettered it consider- 
ably by suggesting a nobler emotion of patriot- 
ism. The appeal was made to a wrong mo- 
tive, but made in the right way. It was ethical, 
without doubt, to work on the huyer’s pre- 
dominant feelings in that manner. 

The truly artistic salesman endeavors to 
make his sale with the least degree of effort, at 
all stages of the selling process. That is what 
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art is, doing a thing with the minimum degree 
of necessary effort, doing it as easily as pos- 
sible. The salesman has come to do the buyer 
a sales service. If that is not the salesman’s 
purpose, his basic ethics are bad, of course. 
And from a wrong start he cannot get to a 
right finish. Assuming that the salesman is ac- 
tuated by the purpose of service, he just shows 
true art in working on the buyer’s predominant 
emotions, whatever they may be. But in so 
doing the salesman must not pander to low mo- 
tives. His duty to himself and to the buyer is 
to elevate every motive for buying as much as 
possible without forgetting that his mission in 
life is not the service of a preacher, but of a 
salesman. Every man will be most effective 
if he sticks to his trade and does what he can 
there before taking on some other man’s job. 

In the processes of Attention and Interest, 
the salesman worked to get his ideas into the 
mind of the prospect. We have considered the 
tools employed. In the process of Persuasion 
and Creating Desire it also is necessary that 
the salesman get inside the personality of the 
buyer. There he must arouse in the prospect's 
heart e-motive feelings. means 
“moving out.” The salesman wants the pros- 
pect’s feelings to come out of his heart and to 
function with Desire for the salesman’s goods 
or proposition. How is the salesman to get his 
emotions into the buyer’s heart, and how is he 
to get the buyer to express his like emotions? 

Of course the salesman must work through 
the senses of the buyer, because no man can 
touch the life of another man except through 
the senses. That is, if the buyer-had none of 
the senses necessary to carry messages from 
the salesman, all the doors to his heart, as well 
as to his mind, would be locked. But in Per- 
suasion and Creating Desire the sense impres- 
sion should not be made in such a way as to 
give -any indication to the mind that the sales- 
man is appealing to it. For the mind, as we 
have said before, is resistant when it perceives 
an idea trying to enter it. It halts the new 
impression and looks it over before taking it 
in. Such a “suspicious” attitude, if we may 
call it so, is not conducive to Desire. Perhaps 
the principle will be clearer if stated this way; 
the prospect will pull back from the efforts of 
Persuasion if he realizes he is being Persuaded. 
But he will send his emotions out of his heart 
if the suspicions of his mental watch dog are 
not aroused. 


I.-motive 





Do Not Surrender Your Policy 
3efore surrendering your life insurance policy in 
this or any other company, stop and consider. Why 
do you surrender? Because you need ready cash and 
this is the only possession which you have that you 
can convert into cash. In other words you are letting 
the best asset you have go by default when you nee: 
it most. Furthermore, your life insurance policy 
represents your widow’s support, your children’s edu 
cation. Are you going to cash in your widow’s mite 
and your children’s future? Thousands want life 
insurance, but they can't get it. If you are fortunate 
enough to have some,. keep it.—Puritan Record. 
~The May meeting of the Los Angeles Life Under 
writers Association will take the form of a picnic and 
barbecue, which will be held at Griffith Park, Los An 
geles, May 21. 
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SELLING INSURANCE EASIER NOW 


Public Mind More Receptive Than Before, 
Says Manhattan Life 


Those agents who complain that business 
comes hard these days when the popularity of 
life insurance is ever increasing would have 
found it much more difficult to solicit business 
twenty years ago than to-day, says the Man- 
hattan Life of New York in its service publica- 
tion, which continues: ° 


They do not realize that the work of thou- 
sands of agents who have passed on has blazed 
a trail which makes it much easier for the 
agent of to-day to sell life insurance than ever 
before. 

The public mind is in a more receptive mood, 
the policies are plainer and less ambiguous, 
they contain broader features and special settle- 
ment plans, all of which help to sell the goods 
and make for satisfied policyholders. The 
agent of to-day has certainly to study his own 
methods of canvassing to see that they will 
meet the test of present-day conditions. Mat- 
ters of this kind change just as do policy forms. 

There are fashions in soliciting which appeal 
to one generation of men and not to others. In 
these days the general public has such a good 
idea of the principles of life insurance that it 
behooves every agent so to improve his own 
particular knowledge that no cases will be lest 
through his error or neglect. 

Of course everybody whom an agent solicits 
can be insured, but there is no question but 
that many men who might have been insured 
died without a policy, because the agent who 
solicited them did not have a better idea of his 
subject and did not possess just that little addi- 
tional bit of knowledge of human nature to 
enable him to push the sale across. : 

A life insurance agent is certainly the cus- 
todian of his own future to a much greater ex- 
tent than most kinds of salesmen. The power 
of the sale and its successful conclusion de- 
pend heavily upon the personal equation, viz., 
the adaptability of the man who is selling the 
policy. 

Life insurance men should never overlook 
factors like these, which have such an impor- 
tant bearing on their individual success. 





Trenton Life Underwriters Hear L. F. Paret 

“Successful Closing Arguments” was the 
subject of an interesting address by L. F. 
Paret, general agent of the Provident Life 
and Trust Company, of Camden, before a meet- 
ing of the Trenton Life Underwriters’ Asso- 
ciation at the American Mechanics’ Building 
in this city. During his talk, Mr. Paret offered 
a prize of $5, for the most effective closing 
argument introduced by any of the insurance 
men in attendance. The prize was won by 
Albert G. Wesley, who is prominent in the 
insurance business here. 

James W. Edgarton, president of the organ- 
ization, opened the nomination for delegates 
from the Trenton body to the convention of 
the National Life Underwriters Association, 
which will be held at West Baden Springs, 
Ind., in September. Selection of the delegates 
will take place at a coming meeting of the 
association. 





Niagara Life’s New Officers Temporary 
It is learned that Eugene Tanke, president, and 
Wilbur C. Dixon, secretary, the recently elected officers 
of the Niagara Life of Buffalo, N. Y., were only 
chosen to fill those offices temporarily, and that some 
time in May the permanent officers will be chosen. 
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JOHN HANCOCK NOTES 
Two New General Agencies in Detroit 
PROMOTION FROM AGENCY RANKS 


Superintendent F. Reimann Leader in 
Weekly Premium Increase 

The John Hancock has appointed two general 
agencies in Detroit to be known as Detroit 
District II and Detroit District HI. Superin- 
tendent James F. Scanlon will be in charge of 
Detroit I, while James Quinn, formerly as- 
sistant superintendent of Chicago I, will be 
superintendent of Detroit IJ, and Harry Rogan, 
formerly an assistant in the city, has been ap- 
pointed superintendent of Detroit IIT. 

Daniel M. Kennedy, assistant superintendent 
of Cincinnati ITI, has been promoted to be 
superintendent. 

The following named have been promoted 
from agency rank to assistancies in the dis- 
tricts of their service: James A. McGrain, 
Auburn; Frank Jellinger, Pittsburgh IT; Jehu 
F. Russell, Pittsburgh ITT. 

Assistants transferred: 
from Brooklyn TV to Hempstead; Martin F. 
Healy, from Cohoes to Troy; Patrick J. Slat- 
tery, from Troy to Cohoes; Alfonso Lambiase, 
from Brockton to Pittsburgh IIT. 

Joseph F. McLaughlin has been promoted 
cashier to claim adjuster at 


Herman Sulzer, 


from assistant 
Long Island City. 

Agent James Sykes of Lowell has completed 
his twentieth anniversary this month of his 
connection with the company. At seventy-eight 
years of age he is one of the most active agents 
in its service and is one of the company’s best 
producers in that city. He recently sent in the 
four generations picture of his family, all of 
whom are insured in the company. 

Superintendent F. Reimann is the leader in 
weekly premium increase for the first quarter 
of 1921; Assistant Superintendent F. W. Muller 
of Brooklyn I is leader of gross ordinary issues, 
and Assistant Superintendent C. Babitzky of 
Cleveland T is accumlation fund leader. The 
new weekly premium increase leader is Agent 
Robert Taylor of New London, Conn.; the 
leader of gross ordinary issues, Agent J. F. 
Murphy of Chicago IV, and Agent J. W. Holla- 
day of Chester is accumulation fund leader. 

Assistant Meyerhardt of Hoboken and his 
staff of six men have put up in the twenty- 
seven months ended with March $555.46 weekly 
premium increase, with a lapse ratio of 23 per 
cent and $470,coo ordinary, with 4 per cent not 
taken. Last vear this staff led the country in 
the Class “C” agencies, and was second on 
average per man amongst all the assistancies. 
Mr. Meyerhardt has not had a final in the past 
three years, excepting a transfer of an agent 
to and from. He has been an assistant for 
twenty-two years and will complete twenty- 
five years’ service with the company next Octo- 
ber. His staff consists of A. Tinkel, C. Uber, 
G. Hilker, L. Katz, A. Moser and S. Eule. 

Superintendent C. J. Joachim of Brooklyn 
ITI has as of April 25, 1921, completed thirty- 
five years of continuous service with the com- 
Pany only eight months after his brother, 
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Superintendent B. Joachim of Brooklyn II had 
attained similar honorable distinction. 

Superintendent T. P. Donohue of Lawrence 
has just completed thirty years as a representa- 
tive of the company. Superintendent George 
H. Kirk of the Taunton district has attained 
similar distinction. 


Saturday Afternoons 

It frequently happens that Saturday after- 
noon is a most opportune time for an appoint- 
ment with certain prospects. School teachers 
do not work Saturdays and can be seen. Most 
salesmen are in from the road and Saturdays 
are the only days when they can be seen. 
People working in the midway district seldom 
come downtown except on Saturday after- 
noon. Railroad clerks can be seen at twelve- 
thirty on Saturday. Many professional. and 
business men can be seen in their offices on 
Saturday afternoon. During the week we can 
always make three or four appointments for 
Saturday afternoon and preferably appoint- 
ments in our own offices. With a little in- 
genuity and a little planning ahead we can 
make Saturday afternoon pay us big dividends. 
We all know that we can secure an application 
or two on Saturday just as easily as any other 
day if we will to do so. Saturdays are busy 
days jf we make them so. 





Get Settlements With Application 

The life insurance salesman is not doing his 
full duty in service to the applicant unless he 
secures a settlement with the application. It 
is his duty to make the man settle when he signs 
the application. FE. W. Marshall, agency man- 
ager at Oklahoma City for the Bankers Life 
of Des Moines, reports a case in point. 

Two agents took an application from an 
Oklahoma bank cashier and failed to secure 
settlement. Within a few days bandits held 
up his bank and he was a victim of their gun 
He is paralyzed and his life hangs in 
the balance. Had the salesman secured settle- 
ment on this case the bank cashier would now 


play. 


have his insurance. 
Get Into New Homes 
Meet mother and her son. The son owes it 
to his mother to protect her, and protect her 
well, through life insurance for all that she 
A three- or four-thousand- 
Let him ex- 


has done for him. 
dollar policy is none too large. 
press his love and admiration for mother in 
as large an amount as he can carry. 

Meet the daughter who is now a stenogra- 
pher or clerk or bookkeeper in a down-town 
office. She will invest forty or fifty dollars 
every year in something that will benefit her 
in years to come. Show her what a wonderful 
thing is an endowment policy and explain that 
mother.—Prudential 


it will also protect her 


Record. 





Pan-American Life Nears One Hundred 


Million Mark 
President Crawford H. Ellis of the Pan American 
Life Insurance Company of New Orleans, La., pre- 
dicts that the company will exceed the one hundred 
million mark hefore the close of the year 


2I 


assurance, tell 
Weekly Record. 


WITH THE PRUDENTIAL 


Several Superintendents Complete 
Twenty Years With Company 


N. Y¥. 10 DISTRICT DOING WELL 


Superintendent James Baker Leading in 
New York Business 


Superintendent James Baker of New York 
1o District is leading the field in net new busi- 
ness, while the staff of 1o District is reported 
to be doing well in ordinary so far for 1921. 
Assistant Andrew W. Stuke has reached the 
top rung of the assistancy ladder and Agent 
Pincus Webber and Louis Dumosch hold first 
and second places in the entire.agency force. 

Among the recent members admitted to the 
Prudential Old Guard are: Superintendent S. 
Gardiner, Davenport, Iowa, Class B; Assist- 
ants W. E. Tucker, Davenport, Iowa, Class C, 
and L. W. Wynne, Des Moines, Iowa, Class A; 
\gents W. Whitburn, Sioux City, Iowa, Class 
A, and E. F. Stauff, Milwaukee No. 2, Wis., 
Class A. 

Both Superintendents S. S. Marshall of Pe- 
oria, Assistant W. A. Barton of Galesburg, 
and Agent H. M. Schuh of Milwaukee No. 1 
have qualified for $50,000 ordinary merit but- 
tons. 

Superintendents David E. Christopher of the 
Fort Wayne, Ind., district, and Assistant Su- 
perintendent George H. Mason have completed 
twenty service with the 
Prudential. 

Under the energetic leadership of Superin- 
tendent S. W. Shepard the Toronto No. 2 dis- 
trict is leading all others in the Canadian di- 
vision in industrial increase and on a per man 
basis. 

Assistant Superintendent Gilbert H. Deyoung 
of the Grand Rapids, Mich:, district completed 
in April twenty years with the Prudential and 
was awarded the emblem and certificate of 
membership in Class D of the Prudential Old 
Guard. 

Superintendent Samuel E. Long of the Har- 
risburg, Pa., district has distinguished him- 
self by leading Division “K” in both industrial 
and ordinary for the current year, while Agent 
J. F. Armiger of the Washington, D. C., dis- 
trict stands number 1 on the list of Division 
“K” writers. 

Three Division “K” representatives of Di- 
vision “M” have been advanced, Agents John 
A. Davenport and Walter M. Freeman becom- 
ing assistant superintendents in their respective 
districts, Newark No. 1 and No. 3. Agent 
Wilson A. Sprinkel of Vineland. N. J., has 
heen placed in charge of the Prudential office 
at that point as assistant superintendent. 


years of continuous 


[ook a certain number of people squarely in the 


eye next week and tell them WHY they should insure. 


When a man gets a policy he feels he can look any 
hody in the eye. 


If life insurance gives men that 


more people about it.—PruJential 








AMBITION ESSENTIAL 


It Ladder to Success, Says William 


Alexander in New Book* 
INDISPENSABLE FOR ADVANCEMENT 


Many Opportunities for Bettering Oneself 
Offered in Insurance Business 

It is conceivable that an agent without am- 
bition could sell some insurance. Its value is 
now so generally recognized that many intelli- 
gent people will apply for it voluntarily as 
soon as they are approached by an agent who 
can tell them how to proceed, and who will 
attend to all the details of the business for 
them. But I am sure that every insurance man 
of experience will agree that the agent who 
lacks ambition will never achieve conspicuous 
success. Hence I feel that I am justified in 
regarding ambition as one of the essential qual- 
ities of the prosperous agent. 

It should be the ambition of every agent to 
build up a large business; to accumulate a cap- 
ital; to attain a prominent position in business 
circles; to win the reputation of being an au- 
thority on all questions relating to life insur- 
ance. 

No man of intelligence and energy need have 
any fear that he will lack opportunity for ad- 
vancement. There is no other business in which 
there is more room at the top. Most of the 


* The Prosperous Agent, published by The Spectator 
Company, 
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men who occupy the positions of greatest re- 
sponsibility in the life insurance field started 
at the bottom. 

The general agents and agency managers of 
our life insurance companies are almost with- 
out exception men who started as solicitors and 
gradually fitted themeslves for managerial 
duties. 

Those also who prefer to make canvassing 
their permanent occupation, and who wish to 
enjoy all the fruits of their own labors, satisfy 
their ambition of becoming the big producers 
of the country. 

The leaders in the business are 
not necessarily those who have had early ad- 
vantages or who occupy the most fruitful fields. 
They are those who have succeeded because of 
their spirit and determination, they 
have been stationed in sparsely settled regions 
at a distance from the centers of wealth and 
business activity—those who have been spurred 
on by high ambition. 


insurance 


even if 


DETERMINATION 

The agent's intelligence, industry, and_ skill 
will have no productive force unless backed up 
by determination. Consequently determination 
is an essential If the, agent 
determines to win, he’ll win. If he has doubts 
or fears he may lose. 

But this determination to be thoroughly ef- 
fective must have certain definite characteris- 
Let me explain. 

A man may determine to work as hard as he 
can, and may conscientiously seek to accom- 


characteristic. 


tics. 


Thursday 


plish great things, and yet his success may not 
be very great. Now, wherein does such a 
man’s weakness lie? It lies, I think, in the fact 
that he lacks the right kind of determination— 
the kind that “follows through”—the kind that 
is centered on the completion of the particular 
task that has been undertaken—the kind that 
is defined most accurately by the word “will.” 

The man who wills to do a thing, does it. 
The man who is simply diligent and who has 
vague hopes but no definite convictions usually 
fails. ‘Where there’s a will there’s a way.” 
If a man, instead of merely hoping to do a 
thing, wills to accomplish it, his confidence 
will insure his success. 

Will is essential to success in all walks of 
life, but its supreme importance in the case of 
the life insurance agent will be obvious to 
anyone who knows the character of his work. 
What is that work? It is a series of desperate 
conflicts. And in these conflicts he will be 
defeated whenever his opponent exercises 
greater will power than he is able to bring to 
bear. 

When, then, will he succeed? 

He will succeed whenever his will is stronger 
than his prospect's will. He will succeed also 
even when his prospect’s will is stronger than 
his, provided the prospect does not oppose 
him. 

CouRAGE AND CONFIDENCE 

Among the successful agent’s most essential 
characteristics are courage and confidence. 

At first blush it may appear that courage and 
confidence are one and the same thing. This 

















out Illinois. 


Our System: 
All ages taken from date of birth. 


Benefits: 


residents of Chicago and surrounding towns. 


Premiums: 


weeks of this year. 
Supt. from the time he starts. 


ance companies in the U. S. for some years. 
months, 


Apply, 


and work for *he Globe. 


431 S. Dearborn St., 








HE Globe wants Reliable Life agents with experience in ordinary and | 
industrial insurance of good record in Chicago, Chicago Heights, | 
Joliet, Aurora, Elgin, Waukegan and intervening towns and through- 


The population of Chicago and surrounding towns and cities is 3,000,000, 
within the ‘‘forty mile limit’? reached by and through suburban transpor- 


tation, practically all one city, gives unequaled facilities to transact business, | 
particularly in ‘‘Paying Claims on Sight”’ in the industrial branch. | 


Can handle men who can write ordinary business. 


All policies pay for death and total and permanent disability benefit. 
8,000 death, total and permanent disability and other cash benefits paid on 


Can be paid weekly, monthly, quarterly, half yearly and yearly. 
“Claims Paid on Sight.”’ 


Contracts given with or without lapses being charged. 
contract an ex-Asst. Supt. of another company earned $4,000 the first 30 


Under the Globe system an experienced representative can become a 


Progress of the Globe is five times greater than the average of life insure 
This year for the first six 


Increase in Premium Income...20 Per Cent 
Increase in Assets.............. 30 Per Cent 


If you are a progressive industrial life insurance man come to Chicago 


Globe Mutual Life Ins. Co. | 


Chicago, Ill. 


T. F. Barry, Sec. and Gen’l Mer. 


Chicago Office 
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| HOW TO ORGANIZE AND OPERATE 
| MUTUAL BUILDING AND LOAN ASSOCIATIONS 


A considerable number of insurance men throughout the country are now 
| officially interested in local mutual! building and loan associations, and find 
that such associations help their insurance business, as well as contributing 
directly to their income. 

A Virginian who is well posted as to the operations of such associations 
has gotten out a little book under the above title, in which the system is 
| thoroughly described, with information concerning the keeping of books, 
the forms of certificate of incorporation, by-laws, etc., together with ques- 
tionsfrequently asked about such organizations, and their answers. 

This book is substantially bound in cloth, with gold title. 

PRICE $2.00 PER COPY 


Orders and remittances should be sent to 
THE SPECTATOR COMPANY 


Insurance Exchange 


135 William Street 
New York 
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Well-to-do men frequently have their minds burdened with the necessit 
some fitting provision for those who will survive them. A leaflet published by The 
Spectator Company entitled ‘‘Trust Estates” sets forth convincingly the meth 8 
and advantages of creating a trust fund with a life insurance company to provide 80 
annual income in the future. e 

Prices: per copy, 15 cents; 50 copies, $4,00; 1 
es, $35.00; 5,000 copies, $150.00; 10,000 copies, $250.00. 


THE SPECTATOR COMPANY 


“GRAND RAPIDS LABEL CO. 


SHOWING ELABORATE DISPLAY 








TRUST ESTATES 


By W. J. SIncLAIR 
of making 


A real business a 
0 copies, $6,00; 500 copies, $20.00) 


135 William Street 
New Yor’ 
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is not the case, although they are intimately 
associated. 

A man may have unbounded courage, and 
may be ready to stand up against the strongest 
opposition, but he may lack initiafive. ard self- 
reliance. 

On the other hand, we often see men who 
are over-confident—who helieve thev can suc- 
ceed in any wndertaking—who crumple up as 
soon as they are strongly opposed. This is 
because they lack true courage. 

Over-confidence—confidence that has no sub- 
stantial backing—leads to disaster. Consider 
an example. A young man who has been 
taught the theory of life insurance, but who 
has had no experience, may think he knows 
it all, and may go into the field with un- 
bounded confidence. But his confidence may 
evaporate as soon as he encounters real ob- 
stacles. And just here lies the special merit of 
siving an agent his insurance education while 
he is at work. Thus he will gain experience 
and Jearn confidence by going out and can- 
vassing for insurance from day to day ‘while 
he is getting. his theoretical instruction. For 
this reason the aim of the School of Insurance 
Salesmanship of the Carnegie Institute of 
Technology seeks to give as much practical in- 
struction as possible while its theoretical teach- 





ing is in progress. 

Rut courage is of different kinds. Now, 
what sort must the successful agent have? 
Is it the kind that ignores danger—the kind 
that suggested the proverb, “Fools rush in 
where angels fear to tread”? 

No. Some of the best fighters have gone 
into hattle with fear and trembling. The 
courage that the agent needs is alive to danger, 
but is steadfast in meeting it. The importance 
of this is obvious: for the whole career of the 
successful agent must be a series of conflicts. 

Confidence aids the agent in a variety of 
wavs. Let us consider some of them. 

1. Confidence in life insurance is essential. 
The agent’s knowledge of the soundness and 
intrinsic value of life insurance gives him this 
confidence. 

2. Confidence in the company which the 
agent represents is essential. His knowledge 
that a well-managed life insurance company is 
one of the most stable. useful, and efficient of 
business organizations gives him this confi- 
dence. 

3. Finally, he must have confidence in him- 
self. This he will gain by the practical and 
theoretical training which will fit him for his 
work. 

Fverv agent will remember that when he 
was a bov and wanted to vault a fence, he 
sailed over it easily if he was confident that 
he could do it, but failed if he was in doubt. 
Thus it will be with him in his work to-day. Tf 
he is confident, he will succeed, if he lacks 
confidence, he will fail. 


Walla Walla, Wash., is being rerated by the Wash 
ington Surveying and Rating Bureau. The survey is 
the first that has been made since 1909 and follows 
extensive improvements recently made by Walla Walla 
in its fire protection system. 
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METROPOLITAN CHANGES 





Superintendents Now to Be Called 
Managers 





NEW DISTRICT IN CANADA 


Greenwich, N. Y., Agency Leader in Indus- 
trial Increase 

The Metroplitan Life Insurance Company, 
on May first, changed the name of those in 
charge of districts. In future those who have 
hitherto borne the title of superintendent will 
be called manager and in the same way deputy 
superintendents will become deputy managers. 

The changes among managers have been 
mostly confined to the Canadian Territory, with 
just two in the Middle West Territory, where 
Frank A. Trau, manager at Lima, Ohio, was 
transferred to Akron, Ohio, to succeed F. E. 
Rafferty, and Robert W. Armstrong, deputy 
manager, Marion, Ohio, was promoted to be 
manager at lima, Ohio, April 4, succeeding 
Trau; and one in the Empire State Territory, 
the promotion of Frank J. Murphy, deputy 
manager, Geneva, N. Y., to be manager at 
Olean, N. Y.. April 11, to succeed John P. 
O’Dea. 

A new district has been created in Canada, 
known as Vancouver South, which necessitated 
a new manager, and to this position Michael 
J. Sweeney, deputy manager in Vancouver, B. 
C., was promoted April 25. The Vancouver 
District has lost James T. Fahay as manager 
and Lester D. Unger, deputy manager, Toronto 
Fast. Ont., has been promoted to fill that place 
April 25. 

Freeman D. Smith, deputy manager, Monc- 
ton, N. B., Canada, was promoted to be man- 
ager of the same place April 11, to succeeed 
James G. Godfrey. J. O. Langevin, manager, 
Valleyfield, Que., has been transferred to Lau- 
rier, Que., to succeed Ambroise Parthenais, 
transferred to Montreal North, Que., April 25, 
succeeding Alex. Lafontaine. Louis Desrosiers, 
deputy manager, Montreal Center, Que., was 
promoted to be manager at Valleyfield, Que., 
April 25, to succeed Langevin, while Percy 


-Winterborne, manager, Montreal West, Que.. 


was transferred to Victoria, B. C., May 9, to 
succeed William Murphy. Norman A. Kast- 
ner, manager, Barrie, Ont., was transferred to 
Peterboro, Ont., the week of May 2, and Jos- 
eph Taylor, deputy manager, Verdun, Que., was 
promoted to he manager of Barrie. Ont., May 
g, succeeding Kastner. 

In the Industrial Department, the ten lead- 
ing districts in the country at large, in aver- 
age Industrial increase, per week, per agent. 
for the year to and including the week of 
April 25, were: Greenwich, N. Y., A. H. 
Bruenn, manager: Bayonne, N. J., J. J. Goff. 
manager: Attleboro, Mass., Max Stiegel, man- 
ager; Yarmouth, Canada, H. C. Coates, man- 
ager: Rochester, N. Y.. Thomas Wood: Gen- 
eva, N .Y., A. W. Trethewey, manager; Nor- 
wich, Conn., F. R. Murdy, manager: Bay 
Ridge. N. Y.. F. D. Berkeley, manager; Mel- 
rose, N. Y.. H. M. Hale. manager: Portland, 
Me., G. T. Higgins, manager. 

The ten leading agents in the country at large 
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in amount of industrial gross increase for 
the year to and including the week of April 
25, were: M. L. Reilly, Bangor, Maine; Mor- 
ris Bassin, Knickerbocker, N. Y.; P. M. Hol- 
land, Rutland, Vt.; J. F. Purdy, Oklahoma 
City, Okla.; Abraham Dubin, Oakland, IIL: 
N. A. Marini, Bath Beach ,N. Y.; Barnet Paley, 
Riverside, N. Y.; V. A. Dyker, Fillmore, N. Y.; 
B. A. Clark, Erie, Pa.; David Zittrer, Verdun, 
Canada. The ten leading agents unattached in 
the country at large in amount of industrial 
gross incrgase for the year to and including 
the week of April 25, were: J. O. Raymond, 
Lewiston, Me.; P. F. Doyle, East Liberty, Pa.; 
C. E. Langevin, Pawtucket, R. I.; C. H. Tib- 
bette. 

Dover, N. H.: FE. R. F. Guillet, Attleboro, 
Mass.; W. T. Raines, Des Moines, Ia.; H. J. 
3rennan, Morrisania, N. Y.; Herman Green- 
baum, Greenwich, N. Y.; R. O. Hardin, 
Knoxville, Tenn.; Morris Weiser, Greenwich, 
N.Y. 

The ten leading districts in the country at 
large, exclusive of the Pacific Coast, in average 
paid for ordinary business, per month, per 
man, for the year to and including the week 
of April 18, were: Oak Park, Ill., Gabriel 
Dunkleman, manager; Murray Hill, N. Y., D. 
G. C. Sinclair, manager; Dearborn, IIl., Adolph 
Bame, manager; Salina, N. Y., Louis Van 
Hessen, manager: Englewood, Ill., W. F. Mon- 
ahan, manager; South Shore, IIl., J. P. Cleary, 
manager; Westport, Mo., L. L. Adams, man- 
ager; North Shore, Ill., F. T. Platka, manager: 
Fulton, N. Y., Isidor Siegel, manager: Quebec, 
Canada, Mederic Monast, manager. 

April Smashing Month for Banker’s Life 

\n increase of over $2,000,000, as compared 
with April, 1920, is reported by the Bankers 
Life of Des Moines, Iowa. 

The average daily production for each work- 
ing day in the month of April was approxi- 
mately $500,000, as compared with an average 
of approximately $450,000 a day during the 
month of March. Considering the April pro- 
duction on the basis of actual working days, 
which affords the fairest comparison, the April 
business shows a gain of eleven per cent over 
March, which was, up to that time, by a very 
substantial margin, the very greatest month 
for new business production in the history 
of the company. 


Worth Something 

It is easier to discover mistakes than to avoid 
them. A little mistake may be a blemish on a 
hig achievement, but even a diamond with a 
flaw is more valuable than just a piece of per- 
fect glass —Bankers Life Bulletin. 

This week Dr. Russel H. Conwell of Phila- 
delphia will deliver his lecture “Acres of Dia- 
before the members of the Boston 
Association at the Boston 


monds” 
Life Underwriters 
City Club. 

Eight delegates have been chosen by the Madison 
Wis.. branch of the Life Underwriters Association to 
attend the national convention to be held at West 
Baden September 5-7. They are: C. L. Miller, R. C 
Stevenson, Rotman Vetter, N. J. Frey, J. H. Doran, 
S. S. Horwith, Dr. G. W. Henika and A. C. Larsen. 
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THE ART OF SELLING 


A practical Hand Book for the use of Insurance and 
other Salesmen 


By JOHN S. TUNMORE 


THE ART OF SELLING is a new book written by John S. 
Tunmore, General Agent of the Provident Life and Trust 
Company, a life insurance man of valuable experience, who 
knows all about life insurance solicitation, interviewing, 
digging up new prospects and conducting a large general agency. 

THE ART OF SELLING, contains many stimulating 
thoughts that will prove valuable to the experienced solicitor 
as well as to the novice agent. Pitfalls that even the trained 
man frequently fails to see are pointed out with definiteness 
and in language so simple and straightforward that anyone 
can understand. 

Mr. Tunmore’s lessons in salesmanship touch upon “oppor- 
tunities,” ‘‘approach,”’ ‘ ‘qualifications of salesmen,’”’ ‘‘methods,”’ 
and he cites in this instructive book a number of practical 
illustrations drawn from actual experience. 


STRONG ENDORSEMENTS 
Haley Fiske, President of the Metropolitan Life Insurance 
Company writes of THE ART OF SELLING: 
Its advice is sound and practical. Its views on the relation- 
ships of the agent to his prospect, to the public, to his com- 
pany, to other companies, to the reputation of the business 
and his own profession are althogether admirable. 


Norval A. Hawkins writes to the author: 
You have done a fine job and your presentation is so attrac- 
tively divided that I am sure no one who takes up the book 
will lay it down without finishing it. It will be read and 
re-read. 


Robert K. Eaton, Vice-President of the John Hancock 


Mutual, writes: 
I consider that you have written a book which is very 
practical and carries with it a great deal of most favorable 
matter, written in such a way as to be easily understood 
and of great practical value to the fieldman. 


Elbert H. Brock, Vice- President — of the John Hancock 


Mutual writes: 
I have read so much “‘bunk”’ written on modern salesmanship 
that it is a pleasure to find something that smacks of sincerity 
and common sense. I think your book is exceedingly good. 
Thomas R. Hill, Superintendent of Agents of the Provident 
Life and Trust, writes: 
It is good stuff, well and clearly expressed, and should prove 
of great help to old agents, in that it refreshes their viewpoint, 
and to the new agent in that it starts him right. 
Charles Jerome Edwards, Manager, Equitable Life, Brooklyn, 
says: 
THE ART OF SELLING certainly has my appreciation 
and approval. What we want is more human understanding 
of our problems and less technical education. Your book 
certainly contains the human part of it. 
Graham C. Wells, General Agent at New York of the Provi- 
dent Life and Trust, writes: 
It is a fine thing when a man of your experience has the ability 
and willingness to put down for others the results of his 
years of labor. 
I feel that while your contribution will be a wonderful help 
to new men, it will be of almost equal value to those of us 
who have shared with you these and similar experiences. 
No one can read what you have written without feeling the 
freshness of your viewpoint and the wisdom that underlies 
all you say. 
Warren T. Diefendorf, Manager, at Brooklyn, of the Mutual 
Life of New York, writes: 
I do not hesitate in saying that THE ART OF SELLING 
contains a splendid selection of material, so arranged that it 
is easily assimilated and can be put to practical use. 
The book is somewhat of an exception in that it does not 
treat with vaudeville and sensational methods of approach 
like so many recent publications, but rather deals with some 
bonafide and concrete personal references of super-salesman- 
ship, as applied by a successful life insurance man. 
The conciseness with which you have dealt with the subject 
will mean a great deal to the agents in this “‘step lively” age. 
I heartily recommend your book to all who employ and 
manage salesmen, particularly the life insurance fraternity. 


THE ART OF SELLING contains less than 100 pages, 
is handsomely printed on smooth finish book paper, and is 
bound uniformly in green silk cloth. 

Price $1.50 
QUANTITY PRICES 
Single copy, $ 1.50 100 copies, $120 
25 copies, 33.75 200 copies, 225 
50 copies, 61.50 500 copies, 525 


THE SPECTATOR COMPANY 
Chicago Office PUBLISHERS 135 William St. 
Insurance Exchange New York 
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The Eureka Life Insurance Co. 


of Baltimore, Md. 


Financial Condition December 31, 1920 


ASSETS 
Real Estate. . ay eT ee ; $40,000 00 
Gound Rent... Schniet GRE ENT OE ee 87,162.10 
Mortgage Loans.... ee ae 71,750 .00 
Policy Woeans:...< 55.24. Sree 5,208 .55 
Bonds Owned Re 657,707 .96 
Cash in Banks at interest. poten: 134,551 .67 
Cash in Office ena ; 8,432 .12 
Interest Due and Accrued aay eee ee 9,232 .88 
Deferred Premiums ree saan ; 6,820.08 


Total . are tat . $1,020, 865 .36 


LIABILITIES 


Claims in process of adjustment... . ee 3,000 .00 
Reserve for 1921 Taxes... . oysidee 6,900 .00 


$ 9,900 .00 
Reserve.... .. $830,914.01 
SADT secs 6 ccces 100,000 .00 
Surplus. as 80, 051 .35 


For Protection of Policyholders 1,010,965 .36 


Total We ta $1 ,020,865 . 36 


RECORD OF YEAR 1920 
Insurance in force : 
Insurance issued during 19: 20 
Gain in Insurance in force—18“% 3 ~ 2'391.473 .00 
Total Admitted Assets—Gain 21% .... 1,020,865 .36 
Total Premium Income—Gain 17.5% 615,613 .93 
Total Income—Gain 21.3%........ wiases , GT4,785 168 
Total Paid Policyholders since 1914 ...... 1,544,222 .00 


COMPARATIVE STATEMENT OF PROGRESS OF 
COMPANY 

YEAR PREMIUM INCOME ASSETS 

1915 $291,200.00 $328,112.00 
1916 318,889.00 376,313.00 
1917 362,634.00 477,977.00 
1918 427,740.59 653,592.24 
1919 523,727.95 837,340.70 
1920 615,613.93 1,020,865.36 


POLICY RESERVES POLICLES LN FORCE INSURANCE IN FORCE 
$280,672.00 60,360 $6,267,308.00 
351,662.00 73,384 7,991,789.00 
426,444.00 - 78,019 8,829,872.00 
513,359.00 92,639 10,225,526.00 
648,599.73 107,590 13,274,016.00 
830,914.01 114,078 15,665,489.00 


THE EUREKA LIFE INSURANCE COMPANY OF 
BALTIMORE, MARYILAND, was incorporated under the 
laws of Maryland in 1882. It is an OLD LINE RESERVE Stock 
Lire INSURANCE COMPANY, issuing EVERY FORM OF MODERN 
LifE INSURANCE. 

The Company was examined by the State Insurance Depart- 
ment of Maryland. In their report to the Insurance Commis- 
sioner, dated February 7th, 1920, the examiners, made the 
following comments: 

“The Company is EFFICIENTLY, CONSERVATIVELY 
AND ECONOMICALLY MANAGED AND CONDUCTED 

OFFICERS 

John C. Maginnis . President 
Joshua N. Warfield, Jr First Vice-President 
Edward Plummer ... Second Vice President 
Joseph H. Leishear, Jr .. Secretary and Treasurer 
J. Howard Iglehart : .....Medical Director 
W. H. Y. Knighton Assistant Secretary 
A. Victor Weaver Assistant Treasurer 


Charles O. Hall.. : Auditor 
Julius H. Wyman Counsel 


ri "508. 078 .00 
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and a paid in surplus of $200,000. Its under- 
writing management in this field will be in the 
hands of Talbot, Bird & Company, Inc., of 63 
Beaver Street, as general managers. The of- 
ficers of the new company are: Samuel Bird, 
Jr. president ; Harry Bird, vice-president; J. 3: 
Gilbertson, vice-president; J. F. Byrne, secre- 
tary, and P. J. Barthel, assistant secretary. 

The directors are the four first named of- 
ficers and R. A. Fulton, W. D. Despard, F. S. 
Bowen and G. W. MclIndoe. 


Farmers Life Reports Forty-four Per Cent 
Gain in Applications 

The Farmers National Life Insurance Com- 
pany of Chicago reports that during the month 
of April, 1921, there were forty-four per cent 
more applications received than during April, 
1920. While the company does not expect to 
keep up this gain of forty-four per cent, Presi- 
dent John M. Stahl is confident the company 
will be able to write twenty-five per cent more 
business this year than during last year. 


April Fine Month for International Life 
In closing the month of April with $6,632,000 
of insurance written the International Life of 
St. Louis had the greatest production month in 
its entire career, and has just made its an- 
nouncement to that effect as an answer to what- 
ever current pessimism lingers in underwriting 
circles and as a signal of a complete revival in 
life underwriting generally throughout the 
country. 
On account of the heavy April production the 
‘International Life is able to point to a total of 
$19,779,000 of insurance written thus far this 
year, as compared with $18,536,coo of insurance 
written during the boom of January, February, 
March and April of last year. 


Western Michigan Underwriters Meeting 

The Western Michigan Underwriters held 
their monthly meeting Monday. About forty 
members were present. Reports on membership 
showed 154 members—quite an increase for the 
year. 

The progress made by life insurance was re- 
viewed by Albert Smith, who showed the de- 
velopment of insurance from family protection 
to purposes of business. Insuring the “brains” 
of a firm and otherwise protecting it from the 
loss of an executive, was spoken of as one of 
the unique functions of life insurance. The 
speaker also told of offering life insurance as a 
means of extending benevolences at the death of 
the donor. 


—The Kansas Insurance Department has collected 
during the first four months of this year a larger 
amount in fees than were collected during the entire 
year of 1920. Thus far in 1921 the total fees col- 
lected amounted to $924,459.77, and during all of 
1920 the total was $911,838.89. The general fund 
fees this year have aggregated $786,171.15, while they 
Were $783,339.83 a year ago. The firemen’s relief 
fund this year amounts to $95,675.32, and last year 
Was $82,040.17. The Fire Marshal fund is the only 
One showing a loss this year, but not all the fees to 
this fund have been paid in thus far. The total of the 
Fire Marshal fee account this year is $42,613.30, and 
last year it was $46,458.89. 
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ACTUARIAL SOCIETY MEETING 


List of Papers to Be Read at Hotel Astor 
Next Week 

The following papers will be read before the 
Actuarial Society of America at the annual 
meeting to be held at the Hotel Astor, May 19 
and 20: 

Value of Business Reinsured in Bulk, Adolph 
A. Rydgren, actuary, Cleveland Life Insurance 
Company; Some Problems of Smaller Life 
Insurance Companies, William R. Halliday; 
Life Insurance Without Medical Examination, 
David E. Kilgour, actuary, North American 
Life Assurance Company; Life Insurance 
Without Medical Examination,—Savings in Ex- 
pense Compared With Expected Extra Mor- 
tality, Arthur Hunter, chief actuary, New York 
Life Insurance Company; Industrial Insurance, 
John D. Buchanan, actuary, London Life In- 
surance Company. 

Other papers include the Actuarial Note on 
the Gains and Loss Exhibit, Percy C. H. 
Papps, mathematician, Mutual Benefit Life In- 
surance Company; Central Difference inter- 
polation, Robert Henderson, second vice-presi- 
dent and actuary, Equitable Life Assurance So- 
ciety ; Causes of Total and Permanent Disability, 
John S. Thompson, assistant actuary, Mutual 
Life Insurance Company and Group Mortality 
Investigation, E. E. Cammack, associate actu- 
ary, Aetna Life Insurance Company. 

A portion of the meeting will be given to 
informal discussion of topics of current inter- 
est. The discussion will be informal, there 
being no appointed speakers, and each one 
taking part will be limited to three minutes. 
It is hoped that everyone interested in any one 
of the topics will make a point of taking part 
in the discussion. If this is done, this feature 
should be one of the most valuable parts of 
the meeting. 

The fellows and associates will dine together 
at the Hotel Astor—Thursday evening at seven 
o’clock. William A. Hutcheson, president of 
the Society, will be in the chair. 


Shenandoah Life Enters Arkansas 

The Shenandoah Life entered the State of 
Arkansas, April 20, with H. W. Wallace, for- 
mer State manager for the American National, 
as State manager; Dan T. Smyers and W. E. 
Henderson, assistant State managers, and A. 
W. Bickle, superintendent of agents, with head- 
quarters at 414 A. O. U. W. building, Little 
Rock. The agency has already become a large 
producer. 


Lincoln Life Sets Record for New Ex- 
amined Business 

The Lincoln National Life set a new record 
for new examined business for the month of 
April, and the Texas agency, located at San 
Antonio, and under the leadership of O. D. 
Douglas, led all the Lincoln Life agencies in 
volume of business written during the month. 


FAVORS BANKERS’ ACCEPTANCES 


Prominent Insurance Officials Would Let 
Companies Invest in Them 


Several high insurance company officials are 
reported to be interested in the recent sugges- 
tion by the American Acceptance Council that 
the laws of the State of New York be amended 
so as to permit insurance companies to invest 
a portion of their funds in bankers’ acceptances. 
Those said to be interested include Darwin P. 
Kingsley, president of the New York Life In- 
surance Company; W. A. Day of the Equitable 
Life Assurance Society, and Henry Moir of 
the Home Life Insurance Company. 

Concerning the suggestion, President Kings- 
ley is quoted in the New York Times as saying: 

At present our ledger assets are represented 
by cash deposits in banks and permanent. in- 
vestments of various kinds. There is no suf- 
ficient buffer between the two, no prescribed 
short-term liquid investments for funds we re- 
quire for nearby maturities. 

I believe that the banker’s acceptance, if made 
eligible for purchase by life insurance compa- 
nies, would furnish a high-class short-term’ in- 
vestment that would be of great practical 
value. When confronted with unexpected calls 
for funds we could at a moment’s notice sell 
these acceptances, either in the open market or 
to the Federal Reserve Banks. 


Home Friendly Society Becomes Legal 
Reserve Company 

It is learned that the Home Friendly Society 
of Baltimore, which conducts an industrial in- 
surance business, has gone on the legal reserve 
basis, and will issue industrial endowment poli- 
cies. The name of the company will shortly be 
changed by dropping the word “Society,” and 
it will probably be known as either the Home 
Friendly Mutual Insurance Company or the 
Home Friendly Insurance Company. The 
officers of this institution are: President, Geo. 
A. Chase; vice-president, E. C. Chase; secre- 
tary, B. L. Talley. 


Darwin P. Kingsley Re-Elected Commerce 
Chamber Head 


Darwin P. Kingsley, president of the New 
York Life Insurance Company, was re-elected 
president of the Chamber of Commerce of the 
State of New York for the second time at 
the annual election of officers last week. The 
announcement of President Kingsley’s re-elec- 
tion brought about an ovation probably never 
before equaled in the history of the organiza- 
tion. 


Union-Fidelity Reports Good Progress 

During the first five months of operation, 
ending April 30, the Union-Fidelity Life In- 
surance Company of Dallas, Tex., wrote more 
business than any other new company beginning 
in Texas in the same time. 
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OR YEARS PAST, Life Insurance Companies have been seeking 

F some sane, safe and practical way of providing a Child’s Insurance 

Policy, devoid of the many objectionable features which have char- 
acterized all the plans heretofore in use. 


It remained for the Great American Life Insurance Company, under its 
announced policy of progressiveness, to formulate such a policy. 


In its recent copyrighted policy—‘““The new 5 per cent Compound Interest 
Child’s Endowment’’—may be found one that has in its short experience, 
commended itself alike to parents and agents, as the first and only one com- 
pletely meeting the essentials of such a want. It has proven by actual ex- 
perience a winner and, its use being solely and legally confined to this 
company, agents and others interested can secure the privileges of its use 
only by arrangement with this company. 








The Great American Life 


Insurance Company 


Hutchinson, Kansas 
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Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
— as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. 


Exclusive, care of The Spectator 


Address 








THE ART OF SELLING 


A Practical Hand Book for the Use of In- 
surance and Other Salesmen. 


By Joun S. TUNMORE 


Of the wide variety of literature on selling, 
and especially life insurance selling, compara- 
tively little has been written or prepared by 
persons of actual sales experience. Most works 
have been the product of professional writers 
or teachers. 

“The Art of Selling” is a new book soon to 
be published by The Spectator Company, writ- 
ten by a life insurance solicitor of no small ex- 
perience—a man who daily devotes practically 





Seventy Successful Years 


The year 1921 marks the seven- 
tieth anniversary of our incorpo- 
ration. Ever since 1851 this Com- 
pany has been furnisning unex- 
celled life insurance protection at 
a low net cost. The $728,000,000 
now in force shows that the public 
appreciates the perfect service and 
square dealing it has always re- 
ceived from the Massachusetts 
Mutual. 


Joseph C. Behan, Supt. of Agencies 


Massachusetts Mutual Life 
Insurance Company 
Springfield, Massachusetts 


Incorporated 1851. 











Insurance Sales Letters 
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WILLIAM S, HULL Madison, Conn. 
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all of his time to digging up new prospects, 
interviewing others and conducting a large gen- 
eral agency. John S. Tunmore, a field repre- 
sentative of one of the larger old line life in- 
surance companies, is the author of this book. 

In “The Art of Selling” Mr. Tunmore re- 
flects many stimulating thoughts that will prove 
valuable to the experienced solicitor as well as 
to the new man. Pitfalls that even the trained 
man frequently fails to see are pointed out 
with definiteness and in language so simple and 
straightforward that anyone can understand. 

The particular phases of selling that Mr. 
Tunmore touches upon are “opportunities,” 
“approach,” “qualifications of salesmen,” 
“methods” and a number of practical illustra- 
tions drawn from actual experience. 

Mr. Tunmore’s work is brief and to the 
point. It is free from technical phraseology 
and the material is presented with a force that 
will prove effective. 

One of the strong endorsements passed on 
an advance copy of this book is by Haley Fiske, 
president of The Metropolitan Life Insurance 
Company, who writes of “The Art of Selling”: 

“The reading of this little textbook has given 
me great pleasure. Its advice is sound and 
practical. Its views on the relationships of 
the agent to his prospect, to the public, to his 
company, to other companies, to the reputation 
of the business and his own profession are al- 
together admirable. I hope the book will have 
a large circulation and will be of service in ex- 
tending the blessings of life insurance.” 

Many similar commendations of “The Art of 
Selling” have been received, and extracts from 
some of them will be printed in subsequent 
issues of THE Spectator. The foregoing en- 
dorsement expresses so well the reasons why 
agents should buy “The Art of Selling” that 
nothing more need be said. 

The book is bound uniformly in green silk 
cloth and sells at $1.50 per copy. Quantity 
prices will be quoted on application. Copies 
ought to be ready next week. 


National Life and Accident Promotions 

The National Life and Accident Company 
of Nashville, Tenn., has announced the fol- 
lowing promotions in its field force: A. C. 
Gibson of District Number Two, with head- 
quarters at New Orleans, has been made special 
agent in the life department. Mr. Gibson has 


27 


taken great interest in this department since its 
creation and has been largely responsible for its 
growth and development. Charles Gourgues 
has been made assistant superintendent at New 
Orleans, and P. H. Ryan has filled the same 
place at Chicago. Mr. Gourgues comes from 
Baton Rouge and succeeds Mr. Ryan at New 
Orleans. 


Perez F. Huff Celebrates Agency Anniver- 
sary 

Perez F. Huff celebrated the sixth anni- 
versary of his agency of the Travelers, when 
he tendered a luncheon to his agents at the Hotel 
Marie Antoinette. About seventy-five persons 
attended. George T. Wilson, now vice-presi- 
dent of the Harriman National Bank, was the 
principal speaker. 


Chattanooga Life Underwriters Plan Sales 
Congress 

The Chattanooga Life Underwriters Associa- 
tion is making plans for the Sales Congress to 
be held in that city on May 20, when Orville 
Thorpe and other speakers will address that 
body. A complete program will be announced 
next week. 


May Manly Month for Indianapolis Life 

The month of May is Manly month for the 
Indianapolis Life Insurance Company, it being 
the sixteenth anniversary of the company 
founded by Frank P. Manly. The company 
seeks to write $2,000,000 during the month. 











Our system of individual ac- 


counting is distinct from any 
plan of life insurance on the 
market. Its justice makes an 
immediate and forceful appeal to 
The accumulation 


of funds over the mortuary and 


the prospect. 


expense accounts is another orig- 
inal and striking feature. We 
offer you the opportunity to make 
a connection which will give you 
every possible advantage in point 
of attractive goods. 


Guaranteed Equity 
Life Company 
W. W. KREAMER, Pres. 
127 N. Dearborn St. Chicago, III. 
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HALL MONTH 


May is Hall Month with The Lin= 
coln Life. 


All special service efforts during 

. May are dedicated to Manager and 

First Vice=President Arthur F. Hall, 

one of the organizers and the active 

head of The Lincoln National Life 
Insurance Company. 





Agents of The Lincoln Life roll up the largest volume 
of business of any month of the year during Hall Month 
as'a tribute to the man who founded The Lincoln Life 
upon the bed rock of Service and who has insisted that 
all the business aspirations of the Company be Service 
ideals. 


You profit by these Lincoln Life Service ideals when 


you— 
(CINK uP (wir THe ()LINCOLN) 


The Lincoln National Life Insurance Co. 
“Ts Name Indicates its Character’ 














Lincoln Life Building 
Now More Than $170,000,000 in Force. 


Fort Wayne, Indiana 


THE FARMERS & BANKERS LIFE 
INSURANCE COMPANY 


Largest volume of Business—Greatest amount of 
assete—Largest yearly production of any Kaneas 
life insurance company. Truly it 


_ LEADS THEM ALL IN KANSAS 
‘WICHITA, KANSAS 





Home Offices, 











MISSOURI LIFE AND ACCIDENT 
INSURANCE COMPANY 


of St. Louis, Mo. 





Paid-up Capital $100,000.00 
Admitted Assets Dec. 31, 1920, $307,412.00 





Policies Issued on the Weekly Plan Only 
W. A. JOHNSON, Pres. J. A. WALKER, Secy. 




















Would you like to work for a Company 
with a History like this? 


* Insurance Admitted 
DEC. 31 in Force Assets 
1906 $650,460 $120,192 
1907 $1,523,310 $131,092 
1908 $2,099 , 432 $152,739 
190S $2,464,915 $190,755 
1910 $3,073,447 $229,723 
1911 $4,153,598 $303,439 
1912 $5,002,310 $ 3:94 Oris: 
1913 $6,113,548 $488,039 
1914 $6,463,504 . 35:8 5 ~~! BS 
1915 C7 ~~ 8S 2; 0-2 7 . 6.8.7 .,. 8.47.9 
1916 $8,688 ,04.1 $18 3°35... -8 0-1 
1917 S20 25026, 857 $1 ,28 23.2638 
1918 $.20.5:6 2:7 54 8:3 $1,22,7 3 1.6 
1919 5 1.2.0 7 2 288 $ 1 4-5 @, 7 3.0 
1920 $ 42:5: 48:0 , 52:0 $1.7686 473 

Surplus to 

DEC. 31 Reserve Policyholders 
1906 $2,850 $116,517 
1907 $16,678 $112,933 
1908 $34,076 $117,637 
1909 $58,367 $129,381 
1910 $94,820 $132,148 
1911 $148,161 $151,315 
1912 $227,235 $159,605 
1913 $305,725 S28 S Ss be 
1914 $:3°0: 7 .3:23 $169 | ee ee 
1915 $4.32 ,80: 8.1 S99 5.82 
1916 6 Git) Ss, 0s4 S$ 7-8 9 8 2 §& 
1917 $77.9 5 2. 0:0 Seo 14 ,.8.3-7 
1918 7; 9 6 0 9 - a SE je Sa ae 6 1 8 
1919 a ee a 100 $ 2 is oe? aoSe 
1920 $1. 442° 3 0.0 > 2-44 «© @ 26 


This Company operates under the Reserve Deposit Law 

of Texas. Write the Home Office for an ATTRACTIVE 

Contract to sell Modern Policies at Reasonable Rates 
in Prosperous Texas. 


FORT WORTH LIFE INSURANCE COMPANY 


Fort Worth, Texas. 


» WE WANT AGENTS 

q “to push our five=pointenine policies. 
Excellent Iowa territory and liberal 

@ contracts for men of good reputation. 


“THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO. 


A. L. HART, Agency Mgr. 
Home Office—Register Tribune Bldg.—De Moines, lowa 














Men capable of closing business and training . 
new agents or devoting entire time to writing 

new business can secure positions with ‘the 

undersigned company on salary, expense and: 
commission. In writing give full details, past 

history and reference. Address, : 


STANDARD LIFE INSURANCE CO. 


DECATUR, ILLINOIS 
































General ecident 


FIRE AND LIFE 


* Pf ASSURANCE CORPORATION, lid. 


Psiasiesss RICHARDSON, United States Manager 


GENERAL BUILDING - 47 & WALNUT STS. 
PHILADELPHIA. . 
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THE RATE OF INTEREST 

The annual statements of forty-seven 
of the older life insurance companies of 
the United States show that the rate of 
interest earned during the year 1920 by 
these companies on their mean invested 
funds was 5.02 per cent. In the twenty 
years shown in the accompanying table, 
this is the highest rate of interest ever 
earned by these companies. It is .44 per 
cent higher than in the year 1902, when 
the low level of 4.58 per cent for the 
period was reached. It is .o8 per cent 
higher than in 1917, the previous high 
mark in interest earnings, and is .17 per 
cent greater than last year. This present 
rate is directly attributable to the present 


money market, as bonds formerly mar- 


ketable at a rate not to exceed 3%4 pet 
cent are now priced so that their yield is 
6, 7 and even 8 per cent. — 

As most of the companies compute 
their reserves on either a 3 or 3% per 


cent, it will be readily seen that an ample 
margin is given for the accumulation of 
dividend funds, and it is safe to predict 
that the dividend earnings, which were 
lowered a trifle because of war and epi- 
demic conditions, will soon again be 
awarded on as high a scale as formerly, 
if not at a higher rate. From the view- 
point of the life insurance policyholder, 
the interest rate is one of the most im- 
portant items gleaned from life com- 
panies’ statements, as it foreshadows the 
returns on their participating policies, 
and is a material indication of the 
security of the companies. 

In the tabulation presented herewith 
there is shown the gross rate of interest 
earned on mean invested funds or ledger 
assets. The table has been constructed by 
taking the mean ledger assets of the com- 
panies’ as a divisor,to the interest. and 
rents earned, as shown by the company 


reports to the several State insurance 


departments. The interest rate is given 
in the compilation, year by year, for a 
period of twenty years, and is also shown 
for the five-year periods and the entire 
twenty years. 

' It is noticeable that there has been a 
constant rising trend during the entire 
twenty years, and each group of five 
vears:.has rendered a more favorable 
‘interest rate than the preceding one. 
Last year it predicted by the 
compilers of this tabulation from the 
observation of the annual statements of 
the various companies that the rate of 
interest earned by them on their invested 
money would rise within the following 


was 


years. This year’s result seems to verify 
this prediction, for, despite the heavy 
writing of new business by most of the 
companies, causing an accumulation of 
funds which there was no opportunity to 
invest satisfactorily, the interest is higher 
fhan ever before. 


THE RATE OF INTEREST EARNED ON MEAN INVESTED FUNDS BY FORTY-SEVEN LIFE INSURANCE COMPANIES FROM 1901 TO 1920, INCLUSIVE 


[Copyright, 1921, by The Spectator Company, New York.] 
























































| | | | | | | | | AVERAGES 
| | | oe EER ae ars ee Ses SA Dig 2 Bee oe Pennants tS 4 
COMPANIES. | 1901 | 1902 | 1903 | 1904 | 1905 | 1906 | 1907 | 1908 | 1909 | 1910 | 1911 | 1912 | 1913 | 1914 | 1915 | 1916 1917 | 1918 | 1919 | 1920 | 1901 | 1906 | 1911 | 1916 | 1901 
: | | | | to to to to to 
| | | | j | | 1905 | 1910 | 1915 | 1920 | 1920 
ateeees) Seo teeta al wee Hees eee oe Dee ERE elceoe Ieee! Saal I SARI “GGA cca) BERGE, Een) asic Sow aaa Soe Ceri Keimees, _——— 
Hina Lite. ....-.2eeee- 4.42 | 4.43 | 4-51 | 4.49 | 4.48 | 4.55 | 4.63.| 4.68 | 4.73 | 4.97 | 4.89 |.5-11 5.40'| §.19.| 5.11 | 5.12 | 5.02 | 5.14 5.06 | 5.72 | 4.47 | 4-71 | 5-14 | 5.22 | 4.96 
American Central....... 4.30 | 4.18 | 4:70 | 3.82 | 3.53 | 4.29 | 5.31 | 5-78 | 5.91 | 6.14 | 5.97 | 6.02 | 6.17 | 6.17 | 6.14 | 6.45 | 6.12 | 6.25 | 6.03 | 7.05 | 3.89 5.60 | 6.10 | 6 43 | 6.09 
BUARUC Pes sioe wis-c cies 4.13 | 4.42 | 3-29 | 3-73 | 3-79 | 4-77 | 6.09 | 4.58 | 5.29 | 5.44 | 5-97 5-56 | 5-93 | 6.17 | 6.13 | 6.10 | 6.04 | 6.22 | 5.84 | 6.10] 3.85 | 5.25 | 6.00 | 6.05 | 5.88 
Bankers, Neb........-- 4.19 | 5.05 | 5.24 | 5.01 | 4.99 | 5.00 | 4.97 | 5-03 | 5.07 | 5.07 | 4-96] 4.88 | 4.92 | 5.04 | 5.14 | 5.17 | 5.07] 5.16] 5.19 | 5.50] 4.56 | 5.04 | 5.01 | 5.23] 5.14 
RerkShire:..ccae  sesces 4.64 | 4.56 | 4.78 | 4.73 | 4.87 | 4.82 | 5.09 | 5.19 | 5.07 | 4.95 | 4-87 | 4.80 | 4.88 | 4.89 | 4.89 | 4.88 | 4.90 | 4.92 | 4.93 | 4-93 | 4.70 | 5.03 | 4-87 | 4.91 | 4.89 
Central of U.S. A......| 6.01 | 3-85 | 4.56 | 5.56 | 4.76 | 4.96 | 5.76 | 5 94 | 6.13 | 6.42 6.48 | 6.15 | 5-99 | 6.24 | 6.70 | 6.45 | 6.22 | 6.18 | 5.45 | 6.18 | 4.91 | 5.93 | 6.34 | 6.15 | 6.16 
Connecticut General... .| 4.87 | 5.01 | 4.89 | 5.02 | 4.98 | 4.84 | 5.08 | 5.22 | 5.24 | 5.19 | 5.32 | 5.37 | 5-42 | 5-39 | 5-54 | 5-51 | 5-49 5.50 | 5.29 | 5.45 | 4.96 | 5-13 | 5-42] 5.46 | 5.34 
Connecticut Mutual..... 4-63 | 4.58 | 4.65 | 4.69 | 4.68 | 4:83 |-4.83 | 4.83 | 4.76 | 4.80 4.81-| 4.82 | 4.81 | 4.87 | 5.00 | 5-01. | 4.98 | 5.01 |-4.94 | 4.96 | 4.65 | 4.81 | 4.87 | 4.97 | 4.84 
Equitable, New Vork.../ 4.44 | 4-39 | 4-28 | 4-47 | 4-38 | 4-36 |'4-53 | 4-57) 4-51 | 4-54 | 4-56 | 4.46 | 4.56 | 4.60 | 4.63 | 4.50"| 4.76 | 4.61 | 4.72 | 4.78 | 4.35 | 4.48 | 4.54 | 4.71 | 4.56 
Equitable, Des Moines .| 5.75 | 5-48 | 5-39 | 5-63 | 5-44 | 5.35 | 5-71 | 5.53 | 5-61 | 5.54 | 5-54 | 5.75 | 5-83 | 5.95 | 6.03 | 6.03 | 5-70 | 5.77 | 5.50 | 5 47 | 5-53 | 5-59 | 5-85 | 5.68 | 5.70 
Pedetat Bate. 6 ccs ecaccns | 3.53 | 3-88 | 3.90 | 8.21 | 4.76 | 4.42 | 4.68 4.95 | 4.04 | 4.60 | 4.68 | 5.81 | 5.69 | 5.39 | 5.70 15.66 | 5:83 6.09 | 6.15 | 6.54 } 5.45 | 451 | 5-47 | 6.06 | 5.59 
Fidelity Mutual........ | 5-41 | 5.50 | 5-39 | 5.28 | 5.58 | 5.39 | 5-32 | 5-49 | 5,20 | 5-14 | 5-3 | 5.35 | 5-49 | 5-28 | 5-33 | 5 38,| 5-40 | 5.33] 5.29 | 5-51 | 5-44 | 5.27 | 5-35 | 5-39 | 5.36 
Brankliti: Ne; «c<<00%.s0: 4.80 | 5.22 |} 4.61 | 5.07 | 5.07 | 5.29 | 5.11 | 5-10 } 5-33 | 5.07 | 5.02 | 4 93 | 4.89 | 5.19 | 5-26] 5.43 | 5-49-| 5-50] 5.49 | 5-63 | 4.97] 5-18 | 5.09] 5. 51 | 5.29 
Guardian, N.Y : .cc<:c0s: 4.91 | 4.87 | 4.81 | 4.88 | 4.80 | 4.80 | 4.99 | 4.76 | 4.73 | 4.65 | 4.69 | 4.84 | 4.92 | 4.93 | 4.87 | 4.g1 | 4.85 | 5.12 | 4.92 | 4-91 4-86 | 4.76 | 4.85 | 4.94 | 4.86 
Mame. Palejc codes. osu 4.81 | 4.72 | 4.73 | 4.76 | 4.81 | 4.57 | 4.85 | 4.79 4.87 | 4.88 | 4.89 | 4.92 | 4.92 | 4.91 4:87 | 4.86 | 4.90 | 4.89.) 4.87 | 5.02 | 4.78 | 4.80 | 4-90 | 4.91 | 4.86 
MNOS 1G1lOs. 6 0016 6c0s0| 5-75 | 6.84 | 4.87 | 5.05 | 5.40 | 5-77 | 5-67 | 4.75 | 5-49 | 5.22 | 5.46 | 5.23 | 5-30 | 5.26 | 5.24 | 5.29 | 5.43 | 5-32 | 5.26 | 5.49 | 5-37 | 5-35 | 5-20 | 5.36 | 5.34 
John Hancock..... eeeee| 4.06 | 4.95 | 4.85 | 4.70 | 4.69 | 4.63 | 4.79 | 4.94 | 4-79 | 4.87 | 4.98 | 5.12 | 5.12 | 5.24 | 5.31 | 5.28 | 5.25 | 5.17 | 5.07 | 5.03 | 4.80 | 4.82 | 5.16 | 5.15 | 5.08 
Life Ins. Co. of Va..... 4.66 | 4.48 | 4.68 | 4.67 | 4.83 | 4.77 | 4.87 | 5.14 | 5.34 | 5.28 | 5-47 | 5.53 | 5-54] 5-64 | 5.73 | 5-721 5-79 | 5-91 | 5.72 | 6.10 | 4.69 | 5.15 | 5.60] 5.87] 5.62 
CI 0 ssc csenness 5.02 | 5.10 | 5.18 | 5.38 | 5.32 | 5.20 | 5.27 | 5.21 | 5 10 | 5.02 | 4.99 | 5.41 | 5 00| 4.92 | 4-85 | 5.29 | 5-46 | 5.63 | 5.44 | 5.66 | 5.21 | 5.16 | 5.04 | 5.49 | 5.22 
Maryland Life......--+-| 4-71 | 4-35 | 4-58 | 4-84 | 4.43 | 4.79 | 4-85 | 4.87 | 4.98 | 5.17 | 5.20 | 5.15 | 5-18 | 5.30 | 5:0? | 5:07 | 5-44 | 5-19 | 5.13 | 5-23 4-58 | 4.94 | 5-17 | 5.15 | 5.02 
Massachusetts Mutual...| 4.74 | 4.65 | 4.59 | 4-63 | 4.64 | 4.65 | 4.64 | 4.69 | 4.74 | 4.77 | 4.82 | 4.88 | 4-88 | 4.90 | 5.00 | 5.06 | 5.06 | 5.01 | 5.01 | 5.04 | 4.65 | 4.70 | 4-90 | 5.03 | 4.89 
Metropolitan........ce 4-73 | 4-39 | 4.35 | 4-48 | 4.80 | 4.67 | 4.83 | 4.70 | 4.89 | 4.92 | 4.96 | 4.92 | 4.95 | 4.98 | 4-97 | 5.01 | 5.07 | 5.12 | 5.05 | 5-11 4.56 | 4.82 | 4.96 | 5 08 4.98 
Michigan Mutual.......} 5.33 | 5-21 | 5.17 | 5-09 | 5.10 | 5.14 | 5.11 | 5.11 | 5.12 | 5.13 | 5-11 | 5.12 | 5.13 | 5-24 | 5.22] 5.19 | 5-17} 5 17] 5.25 | 5.41 | 5.17 | 5.12 | 5-17] 5.24 5.18 
Mutual Benefit.......... 4-97 | 4-96 | 4.81 | 4.93 | 4.82 | 4.91 | 4.94 | 4.95 | 4-90 | 4.92 | 4.92 | 4.96 | 5.00 | 5.02 | 4-98 | 5.02 | 5.04 | 4.90 | 4.94 | 4.99 | 4.93 | 4-93 | 4.98 | 4.07 | 4.96 
Mutual of New Vork....! 4.39 | 4-36 | 4.45 | 4.54 | 4-68 | 4.70 | 4.86 | 4.80 | 4.74 | 4.76 | 4.70 | 4.69 | 4.69 | 4.52 | 4.69 | 4.71 | 4.72 | 4.66 | 4.61 | 4.63 | 4.52 | 4.77 | 4.06 | 4.67 4.66 
National Life, Vt....... 4-93 | 4-97 | 4.91 | 5.01 | 4.94 | 4.89 | 4.94 | 4.89 | 4.90 | 4.90 | 4.96 | 5.05 | 5.11 | 5.08 | 5.12 | 5.09 | 5.07 | 5.09 | 5.08 | 5.38 | 4.98 | 4.90 | 5-07 | 5.10 5.03 
National Dee Becrecues 3-95 | 5-26 | 4.42 | 5.03 | 5.22 | 5.43 | 5-87 | 5.22 | 5.02 | 5.08 | 4.99 | 6.40 | 5.32 | 5.01 | 4.88 | 5.07 | 5.14 | 5.28 | 5.30 | 5.80 | 4.86 | 5.29 | 5.29 | 5.34 5.20 
New England.......... | 4-72 4-63 | 4.73 | 4-70 | 4.99 | 4.59 | 4-79 | 4-77 | 4.71 | 4.67 | 4.62 | 4.63 | 4.63 | 4.61 | 4.65 | 4.70 | 4.66 | 4.63 | 4.90 | 4.82 | 4.78 | 4.71 | 4-63 | 4.75 | 4.71 
New York Life .......+. | 4-42 | 4.49 | 4.38 | 4-29 | 4.36 | 4.44 | 4.54 | 4-54 | 4-49 | 4-50 | 4-51 | 4.54 | 4-51 | 4.55 | 4.57 | 4.64 | 4.68 | 4.60 | 4.61 | 4.75 | 4.40 | 450 | 4.56] 4.59 | 4.54 
Northwestern........---| 4.98 | 4.65 | 4.63 | 4.77 | 4-73 | 4-72 | 4-76 | 4.85 | 4.85 | 4.86 | 4.97 | 4.88 | 4.89 | 4.97 | 4.91 | 5.03 | 5.06 | 5.01 | 4.98 | 5-01 | 4.74 | 4 79 | 4-94 | 5.02 | 4.91 
Pacific Mutual.......... 4.68 | 5.46 | 5.15 | 5.2% | 5.23 | 5.18 | 5.22] 5.16] 5.22 | 5.40 | 5.63 | 5.81 | 6.01 | 6.10 | 6.04 | 6.12 | 6.06 | 5.95 | 5.78 | 5.90 | 5.16] 5.24 | 5.81 5-94 | 5.904 
Penn Mnitual..... seeeee| 5-10 | 5.02 | 5.05 | 4.97.] 5-32 | 5.06 | 5.13 | 5.00] 5.04}'5.02"] 5.05. 5.0r | 5.00 | 5.05 | 4.97 | 5.14 | 5-95 | 4.95 | §.11 | 5.21 | 5.10 | 5.05 | 5.02 5-09 } 5.06 
Phoenix Mutual......... 5.28 | 5.19 | 5-13 | 5-10} 5:15 | 5.19 | 5.11 | 5.14 3.234 5-18 | 5.20 | 5.25 | 5.30 | 5-28 | 5.39 | 5.42 | 5-35 | 5.42 | 5.39 | 5.27 | 5-16 | 5.17 | 5-29 5-30'| 5.28 
Presbyterian Ministers. .} 5.47 | 4.77 | 4-58 | 4-62 | 4.40 | 4.58 | 4.64 | 4.94 | 4.55'1 4.34 | 4:45-| 4.39 | 4-28 | 4.31 | 4.27 | 4:33-| 4-30 | 4.24 ]-4.15 | 3-93 | 4.71 |.4-59 | 4-33 | 4.18 4-34 
Provident L. and T..... 4-67 | 4.77 | 4-63 | 4-48 | 4.52 | 4.67 | 5.20 | 5.15 | 5.11 | 5-10 | 5.02 | 5.06 | 5.07 | 5.03 | 4.99 | 4.99 | 5-02 | 5.1 | 5.05 | 5.23 | 4.61 | 5.05 | 5-04 | 5.09 4.98 
PONE... 5560 cesenens |-4-04 | 4-52 |.4-72 | 4-71 | 4.67 | 4.70 | 4.74 | 4.66 | 4.65 | 4-64 | 4.74 | 4.76 | 4.77 | 4-71 | 4.95-| 4-71 | 4.84 | 4.69 | 4.71 | 4:60°] 4.70 | 4.67 | 4-80 | 4.77 | 4.76 
Register Life........... | 4 67 | 3.80 | 4.38 | 4.90 | 4.98 | 5.27 | 5.28 | 5.17 | 5.34 | 5-33 | 6.07 | 5.86 | 5.83 | 5.88 | 5.82 | 6.14 | 5.95 | 5.86 | 5.85 | 5.98 | 4.44 | 5.29 | 5.87 5-9515 77 
Raval UNiol: scccecc<s-s | 5.59 | 6.03 | 5.90 | 6.25 | 6.14 | 6.13 | 6.00 | 5.93 | 5.90 | 6.03 | 5.98 | 6.23 | 6.26 | 6.18 | 6.13 | 6.04 | 5.90 | 5.84 | 5.79 | 6.11 | 6.03 | 6.00 | 6.14 | 5.94 | 6.01 
St. Louis Mutual.....-.| 6.33 | 5.91 | 5-73 5-65 | 5-56 | 5.46 | 5-42 | 5-40 | 5.50 | 539 [5.42 | 5.30 | 5-48 | 5-49 | 5-71 | 5-83 | 5-71 | 5.75 | 5-93 | 5-91 | 5-85 | 5-44 | 5-49 | 5.83 | 5.67 
Security Mutual, N. Y..| 2.84 | 3.19 | 3-06 | 4.39 | 4-17 | 4.60 | 4.77 | 4-98) 4-77 | 4:63 '}-4-71 | 4-73 4-87 | 4.97 | 4 98 | 5.17 | 5.19 | 5.20 | 5-13 | 5 43 | 3-78 | 4.76 | 4-86 | 5.23 | 4.85 

: | 

State Life, Ind../..-...| 5.07 | 5.10] 4.78 | 7.95 | 6.27 | 6.35 | 6.04 | 6.03 | 5.99 | 5.93 | 5.94 | 6.00 | 5.98 | 6.03 | 6.03 | 5.99 | 5.84 | 5.78 | 5.69 | 5.78 }| 6.20 | 6.04 | 6.00 5.81 | 5.93 
State Mutual, Mass.....|.4.78 | 4.66 | 4.89 | 4.74 | 4.67 | 4.76 | 4.78 | 4.74 |94.52 | 4.52 | 4.66 | 4.68 | 4.77 | 4.92 | 4.85 | 4-83 | 4-90 | 4.93 | 5.03 | 5.17 | 4.75 | 4.65 | 4.78 4-98 | 4.83 
Travelers....,06 aueieal + «| 4.88 | 5.02 | 4.91 | 5.02 | 5.47 | 4.91 | 4.99 | 4.95 | 4.99 | 4.96 | 5.07 | 4.98 | 5.10 | 5.12 | 5.10 | 5.05 5-06 | 5.0r | 5.12 | 5.10 | 5.09 | 4.96 | 5.09 5-07 | 5.06 
Union CORN escs ys 6.39 | 6.53 | 6.54 | 6.50 | 6.53 | 6.29 | 6.47 | 6.39 | 6.53 | 6.47 | 6.35 | 6.28 | 6.26 | 6.42 | 6.44 | 6.51 | 6.51 | 6:48 | 6.35 | 6.38 | 6.50 | 6.37 | 6.35 | 6.44 6.42 
Union Mutual...... 4-15 | 4-37 | 4-34 | 4-36 | 4-39 | 4-45 | 4-50 | 4.55 | 4.52 | 4.62 | 4.59 | 4.61 | 4.57 | 4.50 | 4.39 | 4-49 | 4 54 | 4.30 | 4.84 | 4.65 | 4.33 | 4.54 | 4-541 4.57] 4.51 
United States.......---.| 5.16 | 5.21 | 5.42 | 5-39 | 5-10 | 5.10 | 5.14 | 5.98 | 5.14 | 5.15 | 5.28 | 5-04 5.04 | 5-07 | 5.22 | 5.26] 5.21 | 5.32 | 5.46 | 5.61 | 5.25 | 5.16] 5.13 5.38 | 5.21 
Western & Southern.... 4,07 | 3-23 | 3-58 | 2.88 | 3.68 | 4-21 | 4.03 4.56 | 4.51 | 4.89 5.04 | 5.26 | 5.13 | 5.22 | 5-15 | 4-96 | 4.95 | 5.04] 5.01 | 5.47 } 3.45 | 4.61 | 5.16 5.12 | 5.04 
} | | | } YY SE See em. oa 
Averages (47 Cos.) .. | 4.61 | 4.58 | 4.6t | 4.63 | 4.68 | 4.68 | 4.80 | 4.77 | 4.79 | 4.78 | 4.79 | 4.79 | 4.84! 4.83 | 4.881 4.9r | 4.94 | 4-89 | 4.85 | 5.02 | 4.66 ' 4.79 ' 4.82 4.00 | 4.82 
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ONCE IN A 
LIFETIME 


Fortunately, the momentous events (except death) 
against which men insure, touch relatively few of 
us, and those few perhaps but once in a lifetime. 
To answer the unanswerable we keep up our 
insurance. 


Likewise there are momentous contingencies in the 
existence of Casualty Carriers; extraordinary 
events, fortunately rare, which spell disaster unless 
guarded by reinsurance. 


On these occasions, reinsurance in a strong Amer- 
ican company removes the uncertainty and enables 
the carrier to face its task with an untroubled front 
and unimpaired resources. 


EMPLOYERS INDEMNITY CORPORATION 


E. G. TRIMBLE, President CHESTER NEWMAN, Vice-Pres. & Treas. 
KANSAS CITY 
CHICAGO NEW YORK 
Insurance Exchange 35 Nassau Street 


JACK WOODHEAD, Manager RALPH NEWMAN, Manager 
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OBSERVATIONS IN THE CASUALTY FIELD 

















NEW CASUALTY COMPANY 


Supreme Casualty of Wisconsin Begins 
Writing Business 

With the election of J. J. Tague as president, 
the Supreme Casualty Company of Madison, 
Wis., recently formed to write accident, health 
and accidental death insurance in Wisconsin, 
began business last week, with more than 100 
applications from throughout the State. 

Mr. Tague, who heads the new company, 
started in the insurance business twenty years 
ago in Menomonee Falls, where he was born. 
For many years he has been superintendent of 
agencies for the Time Insurance Company. 

The company is organized with $50,000 capi- 
tal and surplus paid in. Other officers are: 
J. J. Hanson, vice-president; E. J. Coates, sec- 
retary, and W. E. Wolfe, assistant secretary. 

“The company was organized, the charter 
obtained and actual business written within sev- 
enty-six days, which, I think, establishes a 
record for Wisconsin and shows the interest 
taken by those interested in this form of insur- 
ance,” said Mr. Tague. 


“Extra’’ Not a Workman, is Ruling 

The Supreme Court of Utah has decided that 
an “extra” is not a workman within the mean- 
ing of the Workmen’s Compensation Act, and 
not entitled to compensation. The case arose 
out of a taxi-cab driver who met with an 
accident whilst in the employ of an Ogden 
taxi company and died from his injuries. The 
Industrial Commission awarded $3225 to the 
widow, but the Supreme Court contended that 
the deceased by not being a regular driver did 
not come under the Commission Law. It was 
said that the man had agreed to answer the 
call to service,should he be on hand when there 
was no regular driver about, and the Supreme 
Court observed: 

“To hold such persons as sometimes drove 
cars as regularly employed would be to de- 
feat the humane provisions of the law, which is 
to preserve and devote the fund created by 
the Industrial Act, for the exclusive benefit of 
regular employees, and not for mere volun- 
teers.” 


Vetter and Smith to Represent National 
Surety 

Messrs. Vetter and Smith, former general 

agents for the Fidelity & Deposit Company at 

Louisville, have been appointed district agents 


for the National Surety Company of New 
York, 


Insurance Commissioner Gustaf Lindquist of Minne- 
sota has warned the forty-five companies writing work- 
men’s compensation insurance in Minnesota that the 
department and the new compensation insurance board 
Will regard the writing of any compensation policies 
without a provision for revising rates in conformity 
with Chapter 85 of the Laws of 1921 “‘as an evasion 
and a violation of the provisions and will enforce the 
Penalties provided by law for such violations.” 





Workmen’s Compensation Bills Signed 

Bills just signed by Governor Miller are the 
following : 

Senator Knight’s, amending section 26 of the 
workmen’s compensation law relative to en- 
forcement of awards against uninsured em- 
ployers. 

Assemblyman Brady’s, amending sections 25 
and 27 of the workmen’s compensation law, by 
providing that compensation shall be paid peri- 
odically and promptly, the same as wages, and 
directly to the person entitled to the same, with- 
out waiting for an award by the State Indus- 
trial Board, except where the right to compen- 
sation is controverted by an employer. There 
also are other provisions. 

Two of Assemblyman Duke’s bills, just 
signed by Governor Miller, provide as follows: 

Amending section 593 of the civil practice 
act, by making the giving of security unneces- 
sary to perfect an appeal to the Court of Ap- 
peals where the Appellate Division or a judge 
of the Court of Appeals shall certify that a 
constitutional question is involved; nor by a 
claimant, under the workmen’s compensation 
law, where the decision of the Appellate Di- 
vision is not unanimous, nor where the deci- 
sion of the Appellate Division is unanimous, 
and such appeal is with the consent of the Ap- 
pelate Division, or a judge of the Court of 
Appeals. 

Amending section 1326 of the code of civil 
procedure, as in the case of the previous-men- 
tioned bill. 


Eyeglass Insurance Loss Ratio Nearly 100 
Per Cent 

Eyeglass insurance is so unprofitable that 
two of the companies that have been writing 
this business are now in the hands of a re- 
ceiver. The loss ratio of the companies is 
said to have bordered around 100 per cent. 
The companies are the National Optical Serv- 
ice Corporation, whose contracts were under- 
written by the Maryland Casualty Company 
and the Opticians Mutual Service Association, 
whose contracts were underwritten by the New 
Amsterdam Casualty Company. 

It is learned that the Maryland Casualty 
Company will discontinue eyeglass insurance 
as soon as the business in force expires. The 
New Amsterdam, however, believes that it 
has found the correct rate to be charged and 
will continue to do business. 


J. D. Clark Dead 
Joseph D. Clark, for sixteen years district 
manager of the North American Accident, died 
May 5, at his home in Boston following a brief 
illness. See ee ee ee 
—The California State Compensation -Fund during 


1920 wrote approximately 34 per cent of all the com- 


pensation business in the State. The business of the 
private companies combined amounted to approximately 
58 per cent, and that of the mutuals and inter-insurers 


to 8 per cent. 
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Struck By Foréman, Employer Must Pay 


An important decision under the Workmen’s 
Compensation Law has just been handed down 
by the Court of Appeals in the case of Wil- 
liam George Knocks vs. Metal Packing Cor- 
poration. 

The claimant was employed as an oiler of 
machinery at the plant of his employer. On 
June 11, 1919, while he was engaged in the 
regular course of his employment, the fore- 
man of the plant, discovering that a machine 
was running defectively because too much oil 
was supplied to it, sent for the claimant and 
told him that he was responsible for the ma- 
chine’s defective operation. Resenting the ac- 
cusation, the claimant called the foreman a liar 
and the foreman immediately struck him over 
the left eye and jaw and then threw him 
down the stairs. 

“At the time of this assault claimant was 
wearing glasses and the force of the blow 
shattered his glasses and pieces lacerated the 
cornea of the workman’s left eye and as a 
result he suffered the entire loss of vision of 
that eye.” 

The Industrial Commission made an award 
to the claimant, finding that the injuries sus- 
tained by him were accidental injuries, arising 
out of and in the course of his employment, 
and that he was not the aggressor. The Ap- 
pellate Division, Third Department, reversed 
the decision of the Commission, and dismissed 
the claim on the ground that the workman hav- 
ing called his foreman a liar, provoked the 
assault, and was not entitled to the benefits 
of the Workmen’s Compensation Law. 

“After this decision of the Appellate Division 
was handed down,” said Mr. Shientag, “I rec- 
ommended to the Commission that, an appeal 
be taken to the Court of Appeals. The case 
was argued in that court, and by a vote of four 
to three reversed the decision of the Appellate 
Division and affirmed the award made by the 
Commission.” 


Utah State Fund Plans Active Campaign 


The State Insurance Fund of Utah, which 
was set up on the passage of the Workmen’s 
Compensation Act to insure employers against 
their liability, is to become an active com- 
petitor of the stock companies, according to 
a decision of the Industrial Commission which 
has just been announced. A. E. Beveridge, 
deputy county clerk of Salt Lake County, has 
been made assistant manager of the Fund, and 
a large addition to the risks carried by the 
Fund is expected to be secured by Mr. Beve- 
ridge this summer when many of the work- 
men’s compensation policies in force fall due. 
Hitherto no concerted efforts have been made 
by the manager of the Fund to get the busi- 
ness and the bulk of it has been carried by 
the stock companies. 
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Policies that promptly respond to 
the up=to=date needs of the public 
and proven field programs that result 


NATIONAL AMERICAN in larger incomes to agents make 








LIFE INSURANCE CO E this an ideal company to represent. 
G | 1894 1921 
Greater, stronger and more progres= R THE 
sive than ever o STATE LIFE 
w INSURANCE COMPANY 
Invites the support of the people of INDIANAPOLIS 
Iowa, and correspondence from capable T OVER SEVENTEEN MILLION 
experienced life insurance men, who can H DOLLARS IN SECURITIES 
write business in this territory. To such 
0 Deposited with Auditor of State of 


a very favorable contract will be offered. Silas tae thee Sil Diane al 





Aaa Z2PAO OO Cee Se HON AEs 


F Policyholders. 
Address L. H. Koch, President, Oo Good Territory and Remunerative 
Burlington, Iowa. A Contracts for Men Who Can “Do 
Things.”’ 
K On Agency Matters Address 


CHAS. F. COFFIN, Vice-President 


























A NEW BOOK BY 


F ederal Surety Company WILLIAM ALEXANDER 
Home Office, Davenport, Iowa THE PROSPEROUS AGENT 


Characteristics uf the successful life insurance 
solicitor 

Began business July Ist, 1920 Per copy, card board, $1.00 Red cloth, $1.50 

Licensed by U. S. Government November 20th, 1920 


OTHER BOOKS BY 
WILLIAM ALEXANDER 


EDUCATIONAL SERIES 


An Institution of Service 


Writing Fidelity and Surety Bonds, Accident and 1 ‘Withes Lite feeenes Se cel Mem 
Health Insurance. Burglary, Larceny, Theft and a 

Hold-up Insurance. General Liability and Ele- Text book, or primer, dealing with the fundamental 
vator Insurance. Automobile Liability, Property principles on which all sound life insurance rests. 


Damage and Collision Insurance. ; Price $1.50 
—— 2. How to Sell Insurance 


Primarily for the guidance of inexperienced agents. 


9 a 
Workmen’s Compensation Price $2.00 
; ; 3. The Art of Insurance Salesmanship* 
We are well equipped to serve Agents of the Mis- A series of practical hints on canvassing, to stimulate 
sissippi1 Valley—Correspondence Solicited. the thought of both experienced and inexperienced 
agents. 

W. L. TAYLOR OAKLEY H. BEYER *The third volume of this series will be published on or 

Vice-President and General Manager Superintendent of Agents about January 1, 1922. 
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COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 




















SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 





Semi-Annual Statement, 
December 31, 1919 


(Condeased from Statement to U.S. Treas. Dept) 


Admitted Assets.. $3,890,624.00 
1,000,000. 00 
564,840.00 


RS o caccacaee 
re 


Eleven Years of Steady Growth 


Prompt and Dependable Service 
to Both Patrons and Agents 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 


Let the Southern Serve You 











The Accident Insurance Manual, 1921 

The 1921 edition of the Accident Insurance 
Manual has just been issued by The Spectator 
Company, New York. This edition makes a 
handsome book of over 330 pages and consti- 
tutes a handy pocket guide for the accident in- 
surance solicitor, advising him how to obtain 
business and showing the plans, contracts and 
tables of rates of the principal stock and mu- 
tual accident and sick benefit companies, also 
portraying the leading features of each cover- 
ing both accident and health insurance. 

The Accident Manual also gives copies of 
policy forms of the respective companies, in- 
cluding new policies of 1920-1921. This is the 
most complete issue of the Manual ever pub- 
lished. The book also contains a comprehen- 
sive classification of occupations for accident 
and health insurance as approved by the Stan- 
dard Manual Committee of the Bureau of Per- 
sonal Accident and Health Underwriters. In 
this department thousands of different occupa- 
tions are classified, the limit of risk for each 
being given in addition to the class in which it 
is placed. 

The chapter entitled “Hints to Accident In- 
surance Agents” is included, which gives sound 
advice as to the selling of accident and health 
insurance, and treats in subdivisions of “The 
Goods,” “The Seller” and “The Methods.” 

This chapter furnishes much valuable in- 
formation and instruction for new men in the 
business, and will be found of interest and 
value by even the most expert canvasser. This 
chapter was written by a gentleman of many 
years’ experience in accident insurance and 
represents the latest and best thought on the 
subject of how to make soliciting for accident 
insurance pay. 

The Accident Manual is handsomely printed 
and bound in a convenient size for the pocket. 
Its price, bound in flexible cover, is $4.50 per 
copy. 


Bills Passed by Ohio Assembly 

The Ohio General Assembly has passed the 
following bills: 

S. B. 153—Enlarging the law making it a 
crime to seek to defraud an insurance com- 
pany on property policy. 

H. B. 298—Providing a means for amending 
the articles of incorporation of mutual insur- 
ance companies. 

S. B. 194—Creating a non-salaried Commis- 
sion for study of the insurance laws and author- 
izing recommendation of changes to eliminate 
inconsistencies. 

H. B. 378—Correcting defects in the law for 
workmen’s compensation, also increasing the 
weekly disability award from $12 to $15. 

H. B. 47—Providing for compensation for 
occupational diseases. 

S. B. 182—Providing that two-thirds of cost 
of administration of the workmen’s compen- 
sation fund shall be borne by the fund. 

The legislature will reconvene May 12, but 
probably will act on only a few bills at that 
time. 





Business Men’s Assurance Growing 


In April last the volume of new accident and health 
business written by the Business Mens Assurance 
Company of America, Kansas City, was greater than 
in April of last year. A pleasing feature is that the 
production of individual salesmen is holding up very 
well, and business men are no longer holding back 
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from buying insurance which they really ought to 
have, 

A mid-year meeting is to be held in July, to which 
those who are not able to attend the annual conven- 
tion, and also new men on the agency staff, will be 
invited, in order to prepare them for good work 
during the last half of the year. In the first four 
months of this year the company wrote $872,500 of new 
life insurance business, 


Arkansas Rate Reduction Order Suspended 

The order made by Bruce T. Bullion, State 
Insurance Commissioner, for the reduction of 
14.58 per cent in fire insurance rates operative 
in the State, was suspended by a suit brought 
by the Agricultural Insurance Company as 
representing all insurance companies doing 
business in Arkansas, which was filed in Pu- 
laski Chancery Court. The suspension will 
remain in effect pending the outcome of the 
case in Chancery Court in which the insur- 
ance companies took similar action against an 
order made a year ago for a reduction of 6.21 
per cent. Both orders will depend upon the 
decision in the first suit, which is now nearing 
a final issue. The insurance companies are 
seeking to establish as a basis for computing 
their profits the same rule as that employed by 
the Insurance Commissioners of other States. 
Mr. Bullion contends that the basis of com- 
putation should be the net premiums, while 
the companies contend that it should be the 
earned premiums. 


Claim Association Meeting 
President C. O. Pauley, of the International 
Claim Association has announced that the an- 
nual meeting of that body will be held at the 
French Lick Springs hotel, French Lick 
Springs, Ind., September 1, 2 and 3. 


Ferryboats as Fire Risks 

A ferryboat plying between New York and Staten 
Island recently caught fire while enroute to New York 
with about 2000 passengers aboard. The fire originated 
in the woodwork of the upper deck and did not yield 
to the extinguishers on board. Fortunately the boat 
arrived at its slip and landed its passengers without 
injury to the latter. 

As to the subject of ferryboats, “Fire Insurance 
Inspection and Underwriting.” by C. C. Dominge and 
W. O. Lincoln, published by The Spectator Company, 
says: “Should be inspected. Lines are usually of- 
fered upon the old wooden hulls rather than on the 
modern type of steel hull.” 


Occupies Additional Space 
The home office of the Michigan Automobile Insur- 
ance Company has expanded into four more rooms in 
the Houseman building, Grand Rapids, Mich., making 
a total of twelve now utilized. 





—Des Moines has a new insurance organization—the 
Insurance Attorneys Luncheon Club. Attorneys for 
life, health and accident companies are eligible for 
membership. and the organization plans to meet at 
luncheon once a month. The initial meeting was held 
and Frank B. Hallagan of the Merchants Life was 
named president, with A. H. Kauffman, of the 
Brotherhood of American Yeomen, secretary. The 
next meeting will be held June 2 at the Grant Club. 

—The United States Casualty Company of New 
York, of which Edson S. Lott is president, has sent 
out a number of new circulars, etc., directed against 
reciprocal exchanges and advocating insurance in stock 
companies. One quotes W. M. Smithers of the Phila- 
delphia bar in opposition to reciprocals; another deals 
with “Mutual Policies as Collateral,’? while others re- 
fer to the troubles of certain reciprocals and their 


members. 
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Position Wanted 


Actuarial 


Actuarial 











WANTED: 


Position as Special Agent or assistant to State 
Agent by single man, 33 years of age, with 12 
years’ local agency experience. Western territory 
preferred. R. L. Gilliland, Jefferson, Iowa. 


MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Blidg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 


FREDERIC S. WITHINGTON, F. A. 1. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, Iowa 
Telephone Walnut 3761 


























WANTED 


A Strong Life Insurance Company for 
Rochester and Monroe County by a large 
producer. Correspondence treated con- 
fidentially. Reply to Box 45, care of 
THE SPECTATOR. 














MARCUS GUNN 


CONSULTING 
ACTUARY 


29 So. La Salle Street 
Telephone Randolph 7684 


CHICAGO 


A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, lac. 


“Life Insurance Service’’ 
10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service” 











Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 

American Eagle Auto- National Union | New Amsterdam 
mobile-Hartford  National-Hartford — Casualty Co. 

American Equitable Philadelphia Under- Indemnity Company 

British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 

Fidelity-Phenix 


Insurance Underwriters BROKERS’ LINES SOLICITED 


PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 





W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 














NEW YORK STATE DEPARTMENT 


SUPERIOR FIRE OF PA. ALLE- 
MANNIA FIRE OF PA. CAPITAL 
FIRE OF N. H. GEORGIA HOME 
OF GA. UNITED AMERICAN OF 
PA. 


P.B. DUTTON, MGr., ROCHESTER 


DONALD F. CAMPBELL 


CONSULTING ACTUARY 


343 SO. DEARBORN ST. CHICAGO 


Telephone, Harrison, 3384 











256 BROADWAY NEW YORK 
W. R. HALLIDAY 
CONSULTING 
ACTUARY 
INSURANCE EXCHANGE CHICAGO 














FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


810 to 813 Hume-Mansur Bidg., 
Kraft Building 


Indianapolis, Ind. 
Des Moines, lowa 











JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 








SOBRINOS DE EZQUIAGA 
ESTABLISHED | 1821 
General Insurance Agents 


Box 351 


San Juan Porto Rico 


JULIAN C. HARVEY 
CONSULTING 
ACTUARY 


CHEMICAL BUILDING ST. LOUIS, MO. 








GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 

















J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 
insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 
Orders. : 
Temporary money advanced on strictly private 

ents. 


JNO. A. COPELAND 


CONSULTING 
ACTUARY 


124-126 HURT BLDG. ATLANTA, GA. 








256 BROADWAY NEW YORK 
T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA. 




















T. C. RAFFERTY 
CONSULTING ACTUARY 











F, M. SPEAKMAN, C. P. A. 








Addvomd. Le MITCHELL, 604 Mason Templo, Chioago, I. ce aaeeiene tales CONSULTING ACTUARY 
Philadelphia, Pa. a BURNS & SPEAKMAN, Certified Public Accountants 
Actuarial Complete Rate Books Formulated THE BOURSE PHILADELPHIA 
FACKLER AND FACKLER A. SIGTENHORST ABB LANDIS 


DAVID PARKS FACKLER, RF. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, PF. A. S. 


CONSULTING ACTUARIES 
35 Nassau Street 


New York 








CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 











Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Building 
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Miscellaneous Insurance 








Insurance Examiners and Adjusters 








LOSSES ARE ASSETS 


When handled with proms regard for 
their business building possibilities. 
Even an aggrieved claimant may become 
a friendly policyholder if impressed with 
the fairness of an adjustment. 


R. L. NASE, 


Adjuster for Casualty Companies 
1110 Mutual Bldg... RICHMOND, VA. 


Liability, Compensation, Accident 
and Health Claims 
TERRITORY: 


Virginia and North Carolin»s 











CHARLES LANGMUIR ADDRESSES LIFE 
UNDERWRITERS 
Regular Monthly Meeting of New York 
Association 


The regular monthly dinner and meeting of 
the New York Life Underwriters Association 
was held Tuesday evening of this week. The 
occasion marked practically the close of Presi- 
dent Robert L. Jones’ administration. 

The proposition of a life underwriters’ school 
in connection with the downtown branch of 
New York University was again discussed. 
Some seven or eight more scholarships were 
disposed of at the meeting, leaving about 
forty-eight out of the 200 necessary still to be 
underwritten. It is expected that these will 
be obtained at the New York State meeting 
this week. 

The association was addressed by Charles H. 
Langmuir, assistant superintendent of agen- 
cies, New York Life Insurance Company. 
Mr. Langmuir is an optimist and the keynote 
of his address was the belief the “hard times” 
only makes insurance more necessary. He as- 
serted that the enthusiastic agents are doing 
more business this year than they did last. He 
cited a number of examples to show the truth 
of this argument. 


’ 


Automobile Manager for Continental at 
Chicago 

Harry H. Quinby has been appointed man- 
ager of the automobile department of the 
Continental Insurance Company at Chicago. 
Mr. Quinby has had considerable experience. 
He was connected with the liability department 
of the Eliel & Loeb Company for several years. 
Later he was with the automobile department 
of Marsh & McLennan before going with H. 
G. B. Alexander & Co. about a year and a 
half ago, as underwriter in the automobile 
department. He was transferred to New York 
three months ago as underwriter for the 
Continental Casualty Company. 


Mothers’ Day 
Miss Anna Jarvis of Philadelphia, a well-known 
writer for THE Spectator, was the originator of 
“Mothers? Day,” which is celebrated on the second 
Sunday in May. 

The New York Times of Sunday, May 8, contained 
a sentimental and pathetic poem entitled “The Part- 
Time Mother,” from the pen of Mrs. Florence Van 
Cleve, a niece of the late Clifford Thomson, formerly 
editor of Tue SPECTATOR. 

















ON THE PERSONAL SIDE 











Frank E. Mendes has announced the re- 
moval of his offices to 110 William Street. 

Harry A. Barnes has been appointed agent 
for the Safeguard of New York for metro- 
politan Boston. 

J. M. Neuberger, Ohio agent for the Atlas, 
who has been in New York for a visit to the 
home office, has returned to Cleveland. 

At the monthly meeting of directors of the 
Liberty Fire Insurance Company, Charles W. 
Davis was elected assistant general manager. 

William A. Day, president of the Equitable 
Life Assurance Society of the United States, 
sails for Europe to-day aboard the Mauretania. 


Charles E. Macullar has been appointed as- 
sistant manager of the Boston Stamping office. 
He has been associated with the office since it 
was organized. 

H. H. Friedley was elected recently secretary 
of the Madison Insurance Company and the 
Union Insurance Company. Mr. Friedley re- 
cently resigned as Indiana State Fire Marshal. 

Otley E. Simpers, former auditor of the 
Continental Life Insurance Company, Wil- 
mington, Delaware, has been appointed trea- 
surer and assistant secretary, succeeding the 
late John D. Kurtz. 

Marc Wickware, special agent of the Penin- 
sular Fire Insurance Company of Grand Rapids, 
Mich., has been promoted to superintendent of 
agents, and will have charge of all field matters 
under the heading of “Underwriting.” 

Alex Field, J. A. Bishop and E. Hassan, who 
have been connected with the San Francisco 
office of Johnson & Higgins for many years, 
have been promoted to partnership in that firm 
as a recognition of their faithful service. 

George E. Nichols, general counsel of the 
Michigan Automobile Insurance Company, 
Grand Rapids, Mich., has been elected president 
of the company, succeeding Herbert B. Web- 
ber, who is retiring from business to live in 
California. 

Henry J. Kennedy, secretary-treasurer of the 
Michigan Automobile Insurance Company, 
Grand Rapids, Mich., has just returned from a 
two weeks’ trip in the field, having visited Chi- 
cago, Detroit, Minneapolis, Duluth, St. Paul 
and other cities. 

Frank A. Woodworth has associated himself 
with the improved risk department of the North 
British and Mercantile Insurance Company, 
with headquarters in Detroit. Mr. Woodworth 
has been for some time connected with the 
Michigan Inspection Bureau. 

Among recent out-of-town visitors were 
Burling D. Prince, general insurance agent in 
Philadelphia; E. H. Johnson of Indianapolis, 
special Indiana agent for the Home Insurance 
Company ; John Kremer, secretary of the Insur- 
ance Company of North America. 

J. C. Kennel of Sigourney, Ia., agent of the 
Farmers National Life Insurance Company of 
Chicago, during the month of April wrote 
thirty applications aggregating $122,000, all of 
which were approved and policies issued. Mr. 
Kennel works altogether among farmers. 

DeWitt Duskin of Columbus, Ga., has be- 
come special agent for the American of New- 
ark, N. J., for Northern Georgia and Alabama. 
He was formerly assistant special agent for the 
North British and associated companies under 
Special Agent E. K. McDowell in Georgia. 

Vincent L. Gallagher, manager of the busi- 
ness development department, and Roosevelt L. 
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Clark, of the advertising department of the 
“America Fore’ group of companies of New 
York, distributed advertising circulars entitled 
“Business Conditions” and “Eat Your Way to 
Success” at the annual meeting of the Chamber 
of Commerce of the United States at Atlantic 
City. 

Dr. Frederick L. Hoffman, third vice-presi- 
dent and statistician of the Prudential Insur- 
ance Company, delivered an address on the 
Mortality from Cancer in the South before the 
Mississippi State Medical Association at Laurel, 
Miss., on May 11, followed by an address on 
the organization of knowledge in its relation to 
insurance and general welfare before the 
Round Table Club of New Orleans on May 12. 


Publicity Men and Journalists Meet 

The informal conference of insurance adver- 
tising and publicity promotion department men 
was held on the afternoon and evening of May 
10, at the National Republican Club, New York 
city. 

At the afternoon session the following topics 
were discussed : ‘ 


What is the scope of a Publicity Department 
(prerogatives, limitations, relations to manage- 
ment; to other departments) ? 

What work can be best done by Publicity 
Department? What by outside instrumentali- 
ties! 

What proportion of its appropriation should 
be used in trade papers? In other publications? 

Can moving picture devices be utilized to ad- 
vance insurance interests? By agents; by co- 
operative efforts (fire and accident prevention, 
life and health conservation, etc.) ? 

Are conventions worth while? 

Shall advertising agency representatives be 
invited to the next conference? 


In the evening insurance publishers were the 
guests of the advertising men at dinner, and 
participated in the evening’s program, several 
journalists making short addresses to the 
gathering. 





S. L. Otis an Insurance Expert 

The New York Times of Sunday last stated that 
Stanley L. Otis of New York, who has just been 
appointed director of the State Bureau of Workmens 
Compensation, has a national reputation as an expert 
in the compensation and insurance field. He was for 
the last four and a half years executive secretary of 
the Insurance Federation of the State of New York, 
resigning to take his new position. A statement from 
the office of Industrial Commissioner H. D. Sayer is 
quoted as follows: 

In less than half a decade Mr. Otis has brought 
about the organization _of the entire State for the 
federation movement, with a county committee and a 
substantial membership in each of the sixty-one coun- 
ties. He is a public-spirited citizen, and has for 
many years been preaching doctrines of Americanism 
and discussing questions of municipal, State and 
National importance before chambers of commerce. 
manufacturers’ associations and labor unions. 

Formerly he was chief examiner of the Michigan 
Insurance Department and for a number of years 
actuary and secretary-treasurer_ of the National Work- 
mens Compensation Bureau. He has written several 
articles, and has also compiled “Tables of Compara- 
tive Benefits of Various Compensation Laws.” 


Correction in Handy Guide 
The cash and loan value for the end of the twentieth 
year on the $10,000, twenty-payment life policy of the 
Occidental Life Insurance Company of Los Angeles, 
Cal., should be shown on page 881 of The Handy 
Guide for 1921, as $5660, instead of $4660. 
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Stability with Fraternity 


The Fraternal Aid Union 


A Fraternal Beneficiary Association that Issues 
MODERN LIFE INSURANCE CONTRACTS 
ON THE LEGAL RESERVE BASIS 








Assets of Three Million Dollars 
Operating in Thirty-eight States 





SOMETHING DIFFERENT 





If Interested, address 


V. A. YOUNG, Supreme President 
LAWRENCE, KANSAS 








GREAT REPUBLIC LIFE INSURANCE COMPANY 


Los Angeles, California 


CAPITAL, $500,000 FULLY PAID 


GREAT OPPORTUNITY 
FOR LIVE MEN 
H. S. Bridgewater, 731 Railway Exchange Bidg., Kansas 
City, Mo., Manager Missouri and Kansas. 


J. R. Railey, 401 DallasCounty State Bank Bldg., Dallas, 
Texas, Manager Texas, Oklahoma and New Mexico. 


W. H. Savage, Vice-President and Agency Director. 











| Stop! 





Look! 
Listen! 
A Michigan Company 


for 


Michigan People 


Detroit, Michigan Liberal Contracts to Live Agents 


ELMER HB. DEARTH Upto the minute policies. Write us. 
President 

















WANTED 


Managers for These Important Districts 
KANSAS, EASTERN MISSOURI, WEST VIRGINIA 


Guaranteed low cost policies. As good as we can make them. 


Any one of the above is an absolutely first class opportunity. Ii 
your record is clean and you can furnish evidence of your Ability as a 
Personal Producer, your application will be considered. 


Address S. W. GOSS, Vice=President 
SECURITY LIFE INSURANCE COMPANY OF AMERICA 


The Rookery, Chicago 


SOUTHERN LIFE AND HEALTH INS. CO. 
‘“‘Oldest and Best’’ 


Has openings for good debit men and business 
producers. 


P. O. BOX 884 BIRMINGHAM, ALA. 
EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in the states of 
I1linois and Missouri with direct Home Office contracts. Liberal 
policies. 


CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 
Thos. F. Daly, President 





DENVER, COLORADO 





The State Mutual Life Assurance Company 
OF WORCESTER, MASSACHUSETTS 
Incorporated 1844 


Now operating in 22 states and the District 
o Columbia—through its loya and efficient 
agency corps produced in 1920—its 75th An- 
niversary Year—the largest amount of paid 
business in the history of the Company. 
In every department the Company experi- 
enced its most successful year. 


B. H. Wright, President D. W. Carter, Secretary. 
Stephen Ireland, Superintendent of Agencies. 








American Indemnity Company 
GALVESTON, TEXAS 


Cash Capital $ 600,000.00 
Assets—OVER $2,000,000.00 





THOS. J. NOLAN & CO., STATE AGENTS 
75 State Street, Boston, Mass. 


Fidelity and Surety Bonds, Automobile, Public 
Liability, Property Damage and Collision, 
and General Liability Insurance 











YOUR CHANCE 


To become Supervisor in Connecticut for a 
young life insurance company; one of the 
kind where personality and hard work will 
receive a visible reward. 


Address P. L. care of THE SPECTATOR, Box 1117, 
New York City. 











Panett eT 


HOME LIFE INSURANCE CO. 


New York 
WM. A. MARSHALL, President 

The 61st Annual Statement shows admitted Assets 
of $40,465,508 and the Insurance in Force $212,- 
483,100—a gain for the year 1920 of nearly $27,000,000. 
The insurance effected during the year was nearly 
$43,000,000. The amount paid to policyholders 

during the year was over $4,196,000. 

FOR AGENCY APPLY TO 


GEORGE W. MURRAY, Superintendent of Agents 
256 Broadway, New York 
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